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C) The need for high-grade hardwood plywood is now greater 
than ever ... with our new high speed automatic lathe and 
clipper, hot plate presses and other modern equipment, Nickey 
Brothers offers a source of supply capable of delivering Plywood 
in an exceptional volume and of highest quality. This new 
product is representative of the craftsmanship developed by 
Nickey Brothers during 80° years of wood processing, Water- 
proof, synthetic adhesives. 


Walnut, Gum, Oak and other hardwood faces. 


MICKEY BROTHERS, Inc 


MiEM™MPHIS, TENN 
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Pull any house apart... take a look at those outside walls. 
That’s where double service is really appreciated. \ 
That’s where you can give your customers more for their \ 
money, and the sale of one material helps sell others to \ 
increase profits for you. \ 
Double-duty INSULITE performs just such a double service in the \ 
construction of outside walls: \N - 


(1st) It Builds (2nd) It Insulates = 








Those walls have to be sheathed, and they should be insulated. 
Insulite does both jobs in one operation, because Insulite insulates as ! 
it builds! One material — double service — double value for the 
money, to build up real customer satisfaction. 





Strength? It provides greater bracing strength than wood sheathing 
horizontally applied. 


Insulating Value? \t provides greater insulation than wood sheathing. 





Sell Insulite Sheathing on the basis of double service. Then make an 
extra sale (and double profit) by showing them that Insulite 
Lok-Joint Lath also gives double service! 


J 
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gat Y Be a CHROMTRIM dealer and cash in 
f : on popular consumer demand for 
qT | A | the new “Trim-it-Yourself” Metal 
ai | Mouldings. Eager for new products and 
ia Vil : one 
| ot services to beautify their homes, 
i Bi thousands of housewives and handymen 
| q ae en are buying “Trim-it-Yourself” and 
| . doing their own remodeling jobs, 
pecause it’s so simple and inexpensive 
to install. 
This “Trim-it-Yourself” self-service 
merchandise unit attractively stocks 8 
special consumer shapes of lustrous metal 
trim — ready cut and wrapped in 
convenient 6 ft. lengths, 120 ft. to the tube. 
FREE instruction folders and a colorful 
display card clearly illustrate the many 
uses for CHROMTRIM, the perfected 
metal trim for all types of wall and 2 
floor covering materials. 
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Chromtrim 
METAL MOULOINGS 















« Any housewife can apply 
"'Trim-it-Y ourself" metal 
moulding. 


MEET US At Tit 


Thousands of homeowners are buying more CHROMTRIM to carry 
out the many different projects and remodeling suggestions illustrated 
in the consumer booklet, "Trim Ideas for Home Interiors." 


peed engl Nationally-advertised to more than 20,000,000 homemakers. | 









pa ae ee ee ee ee eee = Bon \ ; a Our national advertising and 
1 R. D. Werner Co., Inc., 295 Fifth Ave., New York { ; AF. | dealer rena — od 
Dept. AL-107 | you. Se rim-it-Yourse 


Please send complete information, literature, and prices | 4 ag glee ie so we can tell them to 
on the "'Trim-it-Yourself"’ Merchandiser. agen susie \ \ buy at your store too. 
IN: TMI. secstascnsciciccctnsszucsdesisacsieduecninceinte nebtecsinteceasesssniiibiaieanaiapaalliaal 
Buyer's Name 











Renee? j © re) | 
a eT TO cccicc es oy n Cc e 
eg | eT Manufacturers of Metal and Plastic Products 


IID secctasicetasatetestsieciapteiiitaricannscenicalclaia 
| Please check nature of your business: 
| Distributor................ Dealer................ Dept. Store.................... 


295 Fifth Avenue New York 16, N. Y. 


Factories: New York City — Greenville, Pa. 








Do till 
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SALES BY BUILDING MATERIALS DEALERS for the month of 


August increased 1 per cent over July, the Department of Com- 
merce reported. August sales showed a 20 per cent increase over 
August, 1946, the highest increase of any one retail group with the 
exception of motor vehicle dealers. 


CONSTRUCTION MATERIALS OUTPUT DROPPED in July for 


the third consecutive month, the Department of Commerce reported. 
Eleven of the 19 materials covered declined from June, including 
lumber production which fell for the second consecutive month. 


TOTAL NEW CONSTRUCTION in the first eight months of this 


year is estimated at 7.7 billion dollars, states the Department of 
Commerce. This compares with 5.9 billion dollars during the first 
eight months of 1946, an increase of nearly 32 per cent. 


CHICAGO’S NEW BUILDING CODE will be completed by Nov. 


1. Public hearings will follow and adoption by the City Council is 
anticipated by the end of this year. Principal feature of the new 
code is the basing of building regulations on performance stand- 
ards instead of material specifications. Under the new code, ma- 
terials which meet the standards set up can be listed in an ap- 
pendix to the code, thus avoiding the time consuming process of 
amending the code every time a new building material is 
authorized as heretofore. The new code will replace the present 
emergency code which expires Mar. 31, 1948. 


FIVE-YEAR FEDERAL GUARANTEE to protect new home pur- 


chasers and rental housing builders was proposed by Louis Juste- 
ment, chairman of the American Institute of Architects’ urban plan- 
ning committee, testifying before the Senate-House committee 
investigating the cause and cure of the housing shortage. Jus- 
tement proposed that the government make this guarantee to 
builders who will go ahead with projects now without waiting for 
lower construction costs. There was no estimate of the cost to the 
Federal government. 


HARDWOOD FLOORING PRODUCTION set an all-time high 


for the week ending Sept. 20, according to the National Oak Floor- 
ing Manufacturers’ Association. The record output totaled 14,351,- 
000 board feet, which was more than double the weekly aver- 
age for September, 1946, and 40 per cent above the average for 
the first 26 weeks of this year. The association now estimates that 
1947 production will exceed 600,000,000 feet. This would exceed 
by some 16,000,000 board feet the annual production record estab- 
lished in 1926. 


SIX NEW FARMHOUSE PLANS designed for modern rural living 


are being made available by the U. S. Department of Agriculture, 
Division of Farm Buildings and Rural Housing, Beltsville, Md. 
Three of the plans are for one-story houses and three are for one 
and a half story residences. 


LUMBER EXPORT ORDERS are the highest in the history of the 


Georgia Hardwood Lumber Co., J. C. Wickliffe, vice president in 
charge of exports, announced. He predicted that tightening up of 
the world dollar supply will not seriously affect lumber and other 
timber products, since lumber is second only to food on most for- 
eign priority lists. Furthermore, most lumber for export is of dif- 
ferent grades and specifications than that used domestically. 
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CONSTRUCTION ACTIVITY 


First eight months of '47 
are 32 percent above ‘46 


ALL new construction activity 
for the first eight months of 1947 
amounted to 7.7 billion dollars, 32 
percent above the corresponding 
period in 1946. 

Private construction totaling 
$5,912,000,000 constituted more 
than 75 percent of the total. It 
was 26 percent above the dollar 
volume put in place during the first 
eight months in 1946. 

Measured in 19389 prices, the 
level of all new construction in 
July (the most recent month for 
which estimates are available) 
was 7 percent above June, but was 
2 percent lower than in July, 1946. 


INSURANCE 


FHA broadens field to encourage 
building of minimum-type homes 


EXPANSION of insurance of 
private lending by the Federal 
Housing Administration to em- 
brace a wide field of new small 
homes for families of modest in- 
come was announced by Commis- 
sioner Franklin D. Richards. 

Through revision of operations 
under Title I of the National Hous- 
ing Act simplifying required stand- 
ards of size, construction, and 
equipment, FHA expects to assist 
efforts of the industry to produce 
acceptable housing of minimum 
type. 

With this special assistance made 
available under Class 3, Title I 
FHA regulations, it is believed 
the program will be particularly 
effective in rural areas and smaller 
communities and in other sections 
where modest homes can be made 
available in the $3,000-$3,500 price 
range. 

Literature explaining details of 
the program will be sent to FHA 
field offices and to all qualified lend- 
ing institutions. This information 
includes copies of Part II of the 
new and revised Title I regulations 
effective August 19, governing 
these Class 3 residential loans. 


The revised regulations place the 
responsibility for sound construc- 
tion and suitability of location di- 
rectly in the hands of the lending 
institution and the builder. The 
maximum loan amount is $3,000 as 


7 
























Assurep salability is a matter of 
record with Lowell Sprayers and 
Dusters. Why? Because the Lowell 
name is one known to your customers 
as the quality leader in the field. 
It’s a fact—Lowell products on 
display in your store are DUSTER 


“‘self-sellers” the year ’round. 


Ly | 


ROTO-BLAST DUSTER 
PREMIER 





PENNANT 








CYCLONE 


COMMANDER 


© 1947 L. M. Co. 


LOWELL DEALER | 
i (name on request) 
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stipulated by the Act. Loans may 
be evidenced by a note secured by 
a first mortgage, having a maturity 
not in excess of 20 years and five 
months. 


MATERIAL PRICES 


Composite index for July 
shows 7 percent advance 


CONSTRUCTION material 
prices rose in July, according to 
the wholesale price indexes com- 
piled by the Bureau of Labor Sta- 
tistics. The composite index was 
195, an increase of 7 percent from 
June, but still 1.3 percent below 
the April peak. 

Of the major materials, brick 
and tile registered the largest ad- 
vance with an increase of 6.4 per- 
cent from June. Plumbing and 
heating rose 3.6 percent; struc- 
tural] steel 2.4 percent; lumber 1.1 
percent and cement 0.5 percent. 
Paint and paint materals rose 0.7 
percent. 

Compared with July 1946, the 
composite index advanced 33.6 per- 
cent. Lumber, paint and_ paint 
materials registered the largest 
gains, 51.7 percent and 39.6 per- 
cent respectively. 

The base year is 1939 for the 
composite price index for whole- 
sale prices of construction ma- 
terials. 


PRODUCTION 


Composite index slides off 
for third consecutive month 


THE composite production index 
for construction materials in July 
was 135.3 (1939 monthly average 
—100), a decline of 1.8 percent 
from the June level, but 0.9 percent 
above the level of July, 1946. 

This was the third consecutive 
month for which the composite 
index was lower than for the pre- 
ceding month. 

Eleven of the 19 materials in- 
cluded in the composite index, re- 
ports the Department of Commerce 
in its industry report on construc- 
tion and construction materials, 
recorded declines in production in 
July. In most instances the de- 
clines were substantial. 


IRON ORE TROUBLE 


Ten of the items use iron ore as 
a basic raw material and most of 
these are important construction 
materials for which few suitable 
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= ~ z 00 YOU WANT COPIES TO 


~— re DISTRIBUTE YOURSELF ? 


Names and addresses of persons re- 
questing this booklet will be forwarded 
to you through your distributor. But— 
how about spreading some around your 
neighborhood yourself—off your coun- 
ter, by direct mail, through local banks, 
mortgage companies, real estate offices. 
etc.? Ask your YALE builders’ hard- 
ware distributor how to get a supply— 
imprinted boldly with your name and 


Will Bring You |= 
| , ~YALE~ 
1 New Business! The name Ya 


. helps make the sale 
\ 


THE YALE & TOWNE MANUFACTURING COMPANY 


STAMFORD, CONNECTICUT, U. S.A. 


SvILpDING Propucts MERCHANDISER 

























Ni WAY 


WEATHER STRIP 


THE EAS/EST EN 


STRIP TO SELL... Ea; 
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because it’s as 

e e @ 4 AW 
THE EASIEST 


STRIP IN THE 
WORLD TO PUT ON! 


Here’s one weather strip 
that any inexperienced 
clerk can sell quickly and 
intelligently. Here’s one 
strip that any customer 
can install with perfect 
results. Here’s one strip 
that serves every purpose 
on any type of door or 
window, either double 
hung or swinging. 
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Handy Display Carton 


Takes Little Space — 
MAKES BIG SALES! 


This attractive, colorful carton 
contains twelve individual 
20-foot rolls of Nu-WAY 
Weatherstrip, each with suf- 
cient nails and instructions for 
installing. Get ready for the 
fall weatherstrip business by 
ordering your supply now. 


Sold Only Through Legitimate 
Hardware Stores, Building 
Supply Dealers and Lumber Yards. 


Vowel GN 1 IU cr ltl kow-W, mozee 


OKLAHOMA CITY 1, OKLAHOMA 
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construction materials are avail- 


able. Seven of the 10 recorded 
substantial declines in July. 

CAST IRON SOIL PIPE—This 
essential item, also fittings, recorded 
the lowest monthly production thus 
far in 1947. 

NAILS—Production has _ been 
declining steadily since March. It 
reached the lowest point in the last 
12 months and fell below the level 
of the 1939 monthly average for 
the first time since July, 1946. 

WATER HEATER S—Again 
production declined to the lowest 
point of the last 12 months, al- 
though the level of production is 
twice as high as that of the 1939 
monthly average. 

But on the brighter side the De- 
partment of Commerce issues the 
following report 

GYPSUM BOARD—July was the 
fifth consecutive month in which 
production has increased. 

CEMENT—Production for July 
was the highest since 1942, the year 
of the highest cement production in 
history. At the end of July, 1947 
stocks were almost 20 percent 
higher than at the same time last 
year. 

CLAY TILE AND BRICK— 
Production was at the highest 
levels of the year, although some- 
what below 1946. 

Shortages of iron ore and cok- 
ing coal used in the manufacture of 
steel are likely to continue and 
perhaps become more marked. This 
may cut production of certain 
derivative materials and aggravate 
an already tight supply situation. 


CHAMBERLAIN RESIGNS 


NRLDA educational director 
will join university staf 


MARTIN N. CHAMBERLAIN, 
director of education for the Na- 
tional Retail Lumber Dealers As- 
sociation for the past two years, 
has resigned to accept a position 
as executive officer, department of 


extension classes, University of 
Washington in Seattle. 
H. R. (Cotton) Northrup, in 


speaking of the loss to NRLDA, 
outlined the progress of the edu- 
cational program under Mr. Cham- 
berlain’s direction. Starting with 
the original course offered by the 
University of Washington, it has 
grown until 17 universities and 
colleges throughout the country 
have included the 30-day retail 
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lumber training course in their cur- 
riculum. At least 10 of the schools 
plan to offer the course as a per- 
manent part of their curriculum. 

In addition, two correspondence 
schools have developed complete 
home study courses for employes 
unable to attend the university 
classes. 

Mr. Northrup has announced that 
Mr. Chamberlain will remain in an 
advisory capacity to the National 
Association until he can be re- 
placed. 


DODGE REPORTS 


Sharp contraseasonal trend 
upwards shown by contracts 


BUILDING contracts awarded in 
August in 387 states east of the 
Rocky Mountains totaled $823,216,- 
000, the F. W. Dodge Corp., a fact 
finding organization for the con- 
struction industry reported. The 
August total was an increase of 25 
percent over the July total and 21 
percent over August, 1946. 

The August business, Dodge re- 
ported, showed a heavy contrasea- 
sonal upward trend. Contract com- 
mitments were higher in all classifi- 
cations of construction when com- 
pared with both the preceding 
month and a year ago. 


RESIDENTIAL VOLUME UP 

Nonresidential building showed a 
gain of 15 percent over July and 
37 percent over August, 1946. Resi- 
dential volume was up 28 percent 
over July and 9 percent over 
August of last year. Public works 
and utility contracts showed gains 
of 35 percent over July and 21 
percent over August, 1946. 

The Dodge Corp. gave the fol- 
lowing figures for some of the vari- 
ous regions. 

NEW ENGLAND—Residential 
commitments totaled $25,453,000 or 
68 percent greater than in July and 
61 percent higher than in August, 
1946. 

NORTHERN ILLINOIS, In- 
diana, Iowa, Wisconsin and North- 
ern Michigan — Residential con- 
tracts totaled $30,290,000, an in- 
crease of 6 percent over July and 
a decline of 11 percent from the 
$34,034,000 reported for August a 
year ago. 

WESTERN PENNSYLVANIA 
and West Virginia—The total valu- 
ation of last month’s contracts was 
$22,811,000, a slight gain over 
July and a sharp 36 percent gain 
over August of last year. 

METROPOLITAN NEW YORK 
and northern New Jersey—August 
contracts totaled $109,743,000 rep- 
resenting a 100 percent gain over 
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Quick-drying Kyanize Lustaquik Enamel .. . always 
useful about the home .:. . continues to win new friends 
for Kyanize dealers everywhere. 


Clingcote, high grade oil-base flat enamel, is a bigger 
selling sensation than ever. 


Floor Enamel, pioneer smooth, solid-color, sanitary 
coating for all floors. 


i saa that produce profits, fix friendships and spread 
salese 

For users, the LIFE of the surface. 

For dealers, the LIFE of the store. 


BOSTON VARNISH COMPANY: 
Boston — Chicago Los Angeles— Montreal 








Power Falling of Craig Mountain Pine 


Preparing for Better Servicc 


Our plant improvement program is 
now well along. We've modernized 
our kilns to the latest type, with auto- 
matic stacking and unstacking. We're 
building ramps and completely mech- 
anizing our lumber handling and 
transportation about the plant. 

With completion of our plant im- 
provement program, we'll be in bet- 
ter position than ever to serve our 
customers. 


Member of Western Pine Assn. 





CRAIG MOUNTAIN LUMBER Co. 
Winchester, Idaho. 











Shortleaf Pine 


Lumber 





For Today 
and Tomorrow 


While Ozan mills make 
lumber for today's housing 
needs, tomorrow's timber 
crop is growing on the 
Ozan forest farm. 

But today our Number 
One job is PRODUCTION 
. . to supply our dealers 
with needed lumber and 
other building material. 
Making every effort to 
catch up with demand. 
High-speed production— 
but never at the sacrifice 
of quality. 

Every foot of Ozan Pine 
is scientifically kiln-dried, 
carefully manufactured, at 
all times kept under cover. 
The “Ozan Policy: CON- 
SERVATION WITH USE. 


OZAN 


Lumber Co. 
Prescott, Ark. 
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July and 33 percent over August 
of last year. Nonresidential vol- 
ume jumped 249 percent over July 
and 66 percent over August of last 
year. Residential building  in- 
creased 28 percent over July and 
19 percent over August, 1946. 


COSTS 


Upswing continues in July, 
according to composite index 


CONSTRUCTION costs con- 
tinued to rise in July, according to 
the Department of Commerce com- 
posite index, a combination of vari- 
ous indexes weighted by the relative 
importance of the major classes 
of construction. 

The index registered an increase 
of 1.5 percent from June and 19.8 
percent from July, 1946. 

Of the individual monthly cost 
indexes, the Engineering News- 
Record Building index increased 
most in July with a rise of 2.7 per- 
cent from June. At the other ex- 
treme the Associated General Con- 
tractors’ index increased only 0.4 


percent from June. Compared with 
July, 1946, the American Appraisal! 
Company index registered the larg- 
est gain with an increase of 34 
percent. 


HARDWOOD SESSION 
Five directors-at-large named 
at 50th convention in Chicago 

INDUSTRY leaders and veteran 
lumbermen gathered at the Con- 
gress Hotel, Chicago, for the 50th 
anniversary convention of the Na- 
tional Hardwood Lumber Associa- 
tion, Sept. 18-19. 

One of the convention highlights 
was the President’s dinner attended 
by nearly 400 members, their wives 
and guests. President George H. 
Henderson greeted the party, then 
introduced Art Hood, editor of 
AL&BPM, who served as toast- 
master. 

Association officers were re- 
elected at the business session. 
They are: president, George H. 
Henderson; vice presidents, F. W. 
Hutcheson, James C. Walsh and 
Charles H. Barnaby, Jr.; executive 
officer, John W. McClure. 

New directors elected were: 
Frank J. Connolly, Western Hard- 



























































“Listen you, take my picture down before you put up that display!” 
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PLAN THIS BUILDING TO FIT YOUR NEEDS — 


WE WILL DELIVER IT 
IN ONE PACKAGE! 


Engineered units of standardized dimensions, pre- 
fabricated at the factory, now make it possible 
for you to plan in advance the type and size of 
structure you want. 


PIONEER 


PRE-INSULATED STEEL BUILDINGS 
DESIGNED AND MANUFACTURED BY BLAW-KNOX CO. 


Can be erected quickly with simple tools on any 
type of foundation. Weatherproof, vermin-proof, 
fire resistant and insulated for temperature con- 
trol. Height, length, width, door and window 
arrangements to suit your requirements. All ma- 
terial, fastenings, glass and putty, included. 
Interior finished with aluminum paint. From your 
specifications we can quote a delivered price 
that you can bank on to the penny. For full 
information and illustrations write today .for 
Bulletin 2205. 








SPECIFICATIONS 


WALLS 
Welded structural frame cov- 
ered with galvanized copper 
bearing steel sheets over 2"’ 
damp-proofed insulation board. 
Panels are furnished in 8 ft. 
widths solid; one and two win- 
dow panels and entrance door 
panel. Heights — 8, 10 and 12 ft. 


ROOF 

Clear-span design, with widths 
up to 40 ft. in multiples of 4 ft. 
Structural steel bowstring trusses 
set on 8 ft. centers for solid sup- 
port at low expense. Box-type 
purlins are set on 3 ft. centers 
on these trusses. Galvanized, 
copper bearing steel roof sheets 
and 12" insulation board placed 
over and fastened to purlins. 


DOORS 
Weather-stripped sliding doors 
in widths of 4, 6, 8 or 12 ft., 
with heights of 8, 10 or 12 ft. 
Track and hangersinsure trouble- 
proof operation, 


IDEAL FOR 
COMMERCIAL GARAGES 
MANUFACTURING 
WAREHOUSES 
AIRPORT BUILDINGS 
ROADSIDE MARKETS 
AND STORES 
LIVE STOCK AND 
DAIRY BARNS 
POULTRY HOUSES 
HAY AND GRAIN STORAGE 
AND CURING PLANTS 
TOBACCO STORAGE 
AMUSEMENT PARKS, etc. 





Some highly desirable markets now open. Inquiries from aggressive dealers are invited 


THE PIONEER COMPANY 





1050 CENTURY BLDG. - PITTSBURGH 22, PA. 
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@ LUMITE Insect Screen Cloth installed in homes throughout the 
country shows no trace of streaking, “bleeding,” rusting or corrod- 
ing after four years exposure to all kinds of weather and climate. 

Sell LUMITE and you can guarantee that customers will never 
have to repaint their houses because of screen stains—never have to 
replace rusted-out screens. 


In recent 
tests by an outside engineering organiza- 


NEWS a«¢ TRENDS 


wood Lumber Co., Los Angeles; 
Franklin T. Griffin, Chicago; Law- 
rence Kellogg, L. D. Kellogg Lum- 
ber Co., Alexandria, La.; C. F. Mac- 
Rae, Brodhead & Garrett Co., Cleve- 
land; Hobart Manley, Reynolds & 
Manley Lumber Co., Savannah; J. 
B. Morgan, J. B. Morgan Lumber 
Co., Toronto; H. J. Plunkett, 
Plunkett-Webster Lumber Co., New 
Rochelle, N. Y., and Chester B. 
Stem, Chester B. Stem, Inc., New 
Albany, Ind. 

The following were named direc- 
tors-at-large: Daniel C. MacLea, 
MacLea Lumber Co., Baltimore, 
Md.; E. V. Babcock, Babcock Lum- 
ber Co., Pittsburgh, Pa.; Abbott 
M. Fox, Abbott Fox Lumber Co., 
Iron Mountain, Mich.; Jos. J. Line- 
han, Mowbray & Robinson Lumber 
Co., Cincinnati, and John I. Shafer, 


"Opportunities in Selling" has 
a lot to say; price, 25 cents 


A NEW 97-page book issued by 
the U. S. Department of Commerce, 
“Opportunities in Selling,” has 12 
chapters of good advice that are 
just as applicable to the man al- 
ready in selling as the man who 
would like to be. Your salesmen 
will find it valuable. 











. " PE Serer , John I. Shafer Hardwood Co., , 
: : _—_ Logansport, Ind. : 
AFTER 4 YEARS — GOOD BOOK 


tion, no other type of screening commer- Pope a ee Mt 
cially available showed up as well as the few: The Work of a Sal Ss il- | 
material from which LUMITE is woven — Pp , o- pgp ees ee . " ac 
(Dow’s Saran). It was the only one to earn ing Pays Off; A Salesman’s Rela- th 


top rating in every category—from immer- 
sion in salt water to accelerated weather- 
ing and exposure in a tropical chamber. 


A 5-pound 





steel weight dropping on a framed LUMITE 
screen couldn’t dent it in 42,300 blows. 
With filament diameter of .015”, LUMITE 






LUMITE requires no painting or protec- 
tive coating of any kind. Will not “rust 


tions With His Customers; A Sales- 
man’s Relationship With His Su- 
periors; Help from the Home Of- 
fice. The writer of each chapter is 
an authority in his field. 

An appendix contains the titles 
of a large number of books that 
will serve as helpful supplemental 





out”—will never change color. Keeps its 
“sheen”; stays clean. 







reading. Copies of this book may 
be secured from the Superintendent 
When your customers ask for window screening, sell them LUMITE | of Documents, U. S. Printing Of- 
Ask your wholesaler for LUMITE’s 5 free sales aids—framed screen, fice, Washington 25, D. C. 
sample swatches, window streamers, folders, newspaper mats. 7 


LUMITE DIVISION 
Chicopee Manufacturing Corp., 47 Worth Street, New York 13, N. Y. 


has greater impact strength than metal! 
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“Thanks, Mr. Johnson, for bringing 
us out to the picnic grounds!” 





, QUALITY INSECT SCREEN CLOTH 


*Registered Trade Mark 


DISTRIBUTED THROUGH HARDWARE AND WOODWORK WHOLESALERS 
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e You can’t miss making sales with Tite-Ons! 
These exclusive-feature shingles give you every 
advantage over competition . . . they are different 
than anything else on the market. 


Storms that tear off ordinary shingles just don’t 
budge Tite-Ons. These unusual shingles are dif- 
ferent in design. They interweave and interlock 
so that a Tite-On roof is practically ‘‘one-piece.” 
In addition, hidden nails at four points securely 
hold each shingle. There are no metal strips, no 
holding gadgets, no exposed nails to rust away. 
That’s why Tite-Ons stay put when other shingles 
go flying. Once on a roof, there’s no prying these 
firmly anchored shingles loose! A Ruberoid Tite- 
On Shingle roof means real freedom from roof 
worries and expensive maintenance costs. 











TITE-ON SHINGLES 


Trouble-free service isn’t all Tite-Ons give you. 
The smart basket-weave pattern, the clean-cut 
“American” type shadow-lines and the rich colors 
of Tite-On Shingles all add up to an extra bonus 
in distinctive appearance. The exclusive features 
of Tite-On Shingles— made only by Ruberoid— 
cannot be duplicated in any other shingle. 


Whether for new construction or re-roofing, 
there’s a windproof Tite-On shingle made just for 
that particular purpose. For new construction, 
Dubl-Coverage Tite-Ons, which give complete 
double coverage over the entire roof area, offer 
the maximum in long-life protection. For re-roof- 
ing, where full double coverage is not a necessity, 
Standard Tite-On Shingles offer the same wind- 
proof protection at a savings in cost. 


The RUBEROID Co., Executive Offices, 500 Fifth Ave., New York 18, N. Y. 


GU Ta tt 
DUBL-COVERAGE TITE-ON SHINGLES 
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MORE WARMTH 








Weighing only 4 ounces 
per square foot (3 inches thick), Cotton Insu- 
lation is 10 times lighter than other types of 
insulation tested in U. S. Department of 
Agriculture Laboratories. 


Featherweight — flameproof — permanently 
fluffy — non-irritating — safe to handle - easy 
and simple to install—life-long in service 
... that’s COTTON insulation. 


These and many more test-proved advan- 
tages help you make easy sales and sure 
profits with this modern insulation for home 
and industry. 






F REE / Send for your copy of 


the new folder ‘’Cotton Insula- 
tion."’ It gives you many sugges- 
tions for dramatizing the power- 
ful sales story of this amazing 
product. Address National Cotton 
Council, Box 18, Memphis, Tenn. 


COTTON INSULATION ASSOCIATION 
NATIONAL COTTON COUNCIL OF AMERICA 
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EDITORS 


Congratulations on "A Fine Magazine" 


To the Editors: I read with a great deal of interest 
your editorial on Page 67 of your issue of September 
13, and noticed that you have the largest paid circula- 
tion of any magazine in the lumber and building prod- 
ucts business. 

Please accept my congratulations on this signal 
honor. You have a very fine magazine, and one that I 
enjoy reading each issue. 

The type of articles and information that AL&BPM 
contains can be of lots of value to a retail lumberman. 
—SAMSON WIENER, Vice President, Wiener Lum- 
ber Company, Dallas, Tex. 





Comment on Editorials 

To the Editors: We always enjoy your editorials 
and look forward to seeing them.—BILL HARLOW, 
William H. Harlow & Sons, Hyde Park, Mass. 


Tradition Dies Hard 


To the Editors: Where in the world did Mr. R. E. S. 
get his information on farming? His “Tradition Dies 
Hard” article in Merchandising Clinic, page 96 of Sep- 
tember 13 issue, certainly indicates he “knows not 
whereof he speaks.” 

If he will take the trouble to ask just one good 
farmer why he cultivates his corn, he will find his 
“parallel” is just about horizontal and quite badly 
warped.—R. A. WILKENS, Manager, Taber Lumber 
Company, Keokuk, Iowa. 


Store and Yard Arrangement 


To the Editors: I have been asked to act as an in- 
structor at the Retail Lumber Training Course being 
held at the University of Washington this fall. My 
subject is to be “Store and Yard Arrangement.” I 
would appreciate all the information you can furnish 
in connection with this subject. 

Please give this your earliest attention in order that 
the material may be condensed into class room form.— 
A. J. HUDDLESTON, Manager, Lakeside Lumber 
Company, Oswego, Ore. 


We recommend our own “Modern Store and 
Yard Design,” which is being used as a text- 
book in these Retail Lumber Training Courses. 
The information it contains, plus your own ex- 
perience, should furnish the basic material for 
the lecture.—THE EDITORS. 


Series of Educational Articles 


To the Editors: We have been following with great 
interest your two series of feature articles: (1) Les- 
sons for Consumer Salesmen of Lumber and Building 
Products; (2) Management Articles for Executive 
Personnel of Retail Building Products Companies. 
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We have been making a file of the articles as they | 


appear but did not realize their full value until after 


they had appeared for a number of issues, and there- | 


fore our file is not complete. 
Is it possible to purchase the complete courses as 
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IS AMERICA’S FASTEST 
SELLING PLASTIC PAINT 


rials 


A GENEROUS ce 
SAMPLE IS YOURS 


The name PLASTI-KOTE is magic for sales! Thousands 
ae of dealers all over the nation are featuring this 
ner : wT % plastic paint successfully! If you aren't already 
Paces UND OF ye 4 familiar with this nationally advertised brand — 
o Guaranteed by | fF ~we want you to prove to yourself just why this 


Sze Good Housekeeping . acceptance of PLASTI-KOTE has been so phenome- 
SS aoveaisey 8 | nal! Fill out the coupon below and we will rush 
MAGAZINE you a generous free sample for your own use. 
Sy 5 s 


PARENTS 
irnish 


r that § % : Plasti-Kote offers complete merchandising helps, including 
rm.— window displays, store displays, Neon signs, electric clocks, 
amber newspaper mats, and radio transcriptions. Get on the 
Plasti-Kote bandwagon—send this coupon today. 


PLASTI-KOTE, Inc. “twin fcc" 


Send free sample can of Plasti-Kote Transparent V-2 
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(West Coast Dealers: Send coupon to 3412 W. Washington Bivd., Los Angeles 16, Cal.) 
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Export Sales Representative, Frazar & Company, 50 Church Street, New York 
7,N.Y.,U.S. A. Cable address: Frazar, N.Y. Agents in principal cities 
throughout the world. 
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You'll do both when you push Gate City Awn- 
ing Windows. No other window offers all these 
advantages— 


© Draft-free,safe ventilation inany weather. 
© Adequate circulation. 


®@ Indoor installation of screens and storm 
sash. 

@ Sun control (when specific types of glass 
are used). 


® Smooth, no-stick worm and gear drive. 


With conventional double hung and casement 
windows you make a “conventional” profit. But 
with Gate City Awning Windows you can make 
a better profit any one of these 3 ways: (1) by 
ordering windows complete from us; (2) by 
ordering KD in carload lots for local fabrication; 
(3) by ordering hardware only* and supplying 
your own wood, glass and screens. Write today 
for full information, prices and discounts. Gate 
City Sash & Door Co., Dept. L, Fort Lauder- 
dale, Florida. 


*Write for special requirements if interested in purchase of hardware only 


_ AWNING WINDOWS 
d Type D Hardware 














LETTERS 


they have been appearing? If so, we will appreciate 
your putting us in touch with your source or if you 
supply the courses we would like to have you send 
them on to us—RALPH BRACH, The Pine Push 
Builders & Farmers Supply Company, Pine Bush, N. Y. 


The articles have been written by our own 
staff. The complete courses are not yet avail- 
able but will be published in book form early 
next year. In the meantime, copies of a few 
back issues are available. We will fill orders 
for back issues until the supply is exhausted.— 
THE EDITORS. 


Correction, Please 


To the Editors: This is to acknowledge receipt of 
your mention of news item published in the AMER- 
ICAN LUMBERMAN & BUILDING PRODUCTS MERCHAN- 
DISER, page 66... First we wish to thank you for this 
courtesy and at the same time to call to your attention 
error in connection therewith. The information 
afforded with respect to Alley Listing & Sales Agency 
depicts our servicing buyers and sellers of retail lum- 
ber and building materials, whereas . . . we set forth 
information that we wished to impart to the readers 
... was to the effect that the service we afforded was 
to the extent of getting buyers and sellers of lum- 
ber and hardware businesses together. You will 
understand ... that it is the buying and selling of 
established businesses that we are interested in, 
rather than items of merchandise ...—C. W. ALLEY, 
Alley Listing & Sales Agency, Wichita, Kans. 


Convention Dates Set 


To the Editors: The directors of the North Dakota 
Retail Lumbermen’s Association have set March 2 and 
8, 1948 for our annual convention which will be held 
in Fargo. Building material and equipment displays 
will be held in conjunction with the convention. 

We trust you will place this information on file and 
give it such publicity as you see fit—-MAYNARD A. 
FINCH, Secretary, North Dakota Retail Lumbermen’s 
Association, Fargo, N. D. 


Thanks for a prompt report of convention 
plans and best wishes to Mr. Finch in his new 
post. He succeeds John F. Alsop. who recently 
stepped out of the North Dakota secretarial 
office after serving for eight years.—THE 
EDITORS. 


Many Services to Retailers 


To the Editors: Have just received my August 30 
copy of AL&BPM and note the nice spread which you 
have given us in this issue. 


We are proud of our new store and I want to thank 
you for running the picture and the store, and assure 
you we will be ever grateful to you for this favor. 

Again thanking you for the many services which 
you are rendering to the retail lumber and building 
material dealers—RUSSELL E. HOBGOOD, Home 


' Builders Supply company, Jackson, Miss. 
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WAS IN GION 


EUROPEAN RELIEF is pretty much the key to the 


future course of the U. S. boom and hence of U. S. 
business. Food sent to needy countries naturally 
has a direct bearing upon domestic food costs and 
these domestic rates at the moment serve as the 
pilot fish for all other prices. 


INFLATION is getting to be a dilly, is even scaring 





| its own high priests. It is price inflation at present, 


a highly unstable compound that's always sensitive 
to buyer tempers and is never very firm until shored 
up.by supporting wage increases. Efforts for higher 
wages, as you know, are in the making. 
WHOLESALE FOOD LEVELS are more than 20 


percent higher than the peak following World War 
| and those who predict commodity futures tell us 
they expect further rises this fall and winter. Some 
danger that, since people buy food when other 
purchases must wait, these out-size grocery bills 
may put the slug on non-edible merchandise. 

IT HASN’T HAPPENED except in relatively minor 


quantities. Some decline in clothing sales and, to 
an even smaller percentage, in department store 
turnover. But the boom continues to whang along. 








| Personal income in September, to mention a single 


boomish factor, reached the annual rate of 200 
billion dollars. 


THE SHOW GOES ON—always something hap- 
pens to keep it going. The big shove last spring was 
general exports; and then the dollar shortage cut 
the foreign purchase of industrial raw materials by 
more than 35 percent. But U. S. home construction 





took up the slack with a big midsummer hike. This 


was followed by the cashing of terminal-leave 
bonds. Next month, installment-sales controls will 
be lifted. 

GUESSING FUTURE PRICES? Better watch at 
least four things: bank credits; industrial wage rates; 
freight rates; and, of course, the Marshall Plan. Any 
one of the four can kick up a gale; and, if they all 
periorm at once, it'll be time to batten down the 
hatches and lash the helm. 

EXPANDING CREDIT carries the promise—or 
threat—of up-rushing, not of down-sliding, prices. 
An odd situation here. Banks are full of Federal gov- 
érnment plasters and by marketing them the bank- 
ers can get the money with which to extend credit. 
The Federal Reserve has to buy what's offered, to 
protect the bond prices, hence the Reserve for the 
time has largely lost its control over credit. 


GENERAL PRICE INFLATION has put enormous 
Pressure behind union demands for another wage 
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increase; probably about 20 cents an hour. If the 
upward spiral continues the workers are not likely 
to settle for less. This would issue in another in- 
dustrial-goods price hike. A freight-rate increase is 
coming, though how large isn't known. Nothing 
zooms prices more quickly than a freight-rate boost. 


THE MARSHALL PLAN now holds center stage. 


No use going over details. It's likely to be voted in 
part, and after much delay. But it’s not so popular 
in the capital as it seemed to be a short time ago, 
either on the Hill or at the White House. State De- 
partment is for it, as are some Congressmen who 
have been in Europe. But there are a thousand un- 
answered questions. 


THE PRESIDENT doesn‘t want the responsibility, 


but he’s being urged by some leaders of Congress 
to scrabble up the needed interim relief cash with- 
out calling Congress back. Committees are to meet 
as late as the second week of November, which 
looks like pressure on the President to see what he 
can do by shaking the bushes in the fiscal agencies. 


POTENTIALS of the Marshall Plan, in relation to 


the domestic economic picture and also in relation to 
world peace, are so massive that no guesses are 
hazarded here. Meeting all foreign requests would 
mean high prices, high taxes, and return of some 
economic controls. Meeting none might mean a col- 
lapsing world. A middle course is indicated; 
and your guess about it is as good as any and 
better than most. 











HOUSING, meanwhile, continues to set post-war 
records; with construction, according to late re- 
ports, about 14 percent higher than in the corre- 
sponding month of last year. Building lumber is 
generally plentiful; but nails, millwork, plywood, 


siding, screen wire, pipe and some other items are 
in rather short supply. 


JOINT CONGRESSIONAL COMMITTEE, investi- 


gating housing, is making a careful and even 
cautious start. Informal conferences are being 
held, looking for lines and leads to be followed in 
the later and more formal hearings. So far, little 
that is new in the committee’s public statements 
which probably is smart performance at this stage. 


NRLDA has been asked to appear at one of these 
conferences, probably the third week of October, to 
explain the principles of the engineered house. The 
modular idea interests the committee as a possibility 
in reducing costs and also of raising quality in hous- 
ing construction. The engineered house has received 
a big and friendly play in eastern newspapers. 
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ELCO LUMBER COMPANY 
NORFOLK 1, VIRGINIA 


orrice WAREHOUSE, PLANING MILL &@ Yaro 
4500 Kittam Avenue KiILLAM AVE. 45TH To 46TH Street 
CONCRETE BLOCK PLANT 
Sount NORFOLK, VA 


May 15, 1947 





Huttig Sash & Door Company 
Roanoke. Virginia 


Dear Sirs: 
It gives us great pleasure to advise you 
that we have handled Kimsul in our 
plant here for approximately 3 years. 
— Over this period our sales have increased 
Why Virginia dealer considerably 
We also use Kimsul in our own building 
operations and have discontinued handling 
handles KIMSUL insulation all other types of insulation as we find 
that Kimsul is a much easier proposition 
for storage in our warehouses and has L 
reduced our handling costs considerably on [ 





in preference to all others — i»suration. I ton 


We also feel that your national advertising wlaiia 








has been of great help as our customers fre- , vill 
quently refer to it when making purchases. 
Yours very truly, ‘ 

ELCO LUMBER COMPANY. INC. Y 

ear 

of 

Elmer S. Anderson, vier 

ESA/or President ¢ 


tior 
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No wonder dealers prefer to handle strongly-competitive, termite-proof. Contractors and applicators prefer it because A eas 
fast-selling KIMSUL* insulation. It’s a true over-the-counter __ it’s light in weight, and easy for anyone to install . . . no extra r ucts 
selling package of home insulation . . . the only insulation cost for skilled labor or expensive machinery. Workmen like ; I 
that can claim all these 6 exclusive advantages: 1.Compressed _ it because it’s clean — no irritating dust or sharp particles. |) 4;,.,, 
package—delivers blanket reduced to 1/5th installed length; KIMSUL is advertised to more than ten million readers of | ae 
saves space, cost, and time. 2. PYROGARDT fire-resistant cover The Saturday Evening Post, American Home, Better Homes § j,,,,; 
—chemically treated, just as the inner layers are treated, to and Gardens, House Beautiful, House and Garden, and = 

resist fire. 3. Many-layer construction. 4. Extra width to pro- Small Homes Guide. More customers know about remark- 
vide fully insulated fastening edges. 5. Flexibility.6.Caulkabil- able KimSUL than ever before . . . more will come to you to § Ih 
ity —use trimmed pieces to caulk around windows and doors. order KIMSUL by name. stru 
Home-owners ask for KIMSUL because it’s effective and For full information on popular KIMSUL, write Kimberly- ) the 
long-lasting. It resists fire, moisture, vermin, fungi —and it’s Clark Corporation, KIMSUL Division, Neenah, Wisconsin. } pur 
S De, 


As members of the Producers’ Council, Inc., we are 
cooperating in the Industry-Engineered Homes 
Program sponsored by the Producers’ Council and 
the National Retail Lumber Dealers’ Association. 


A PRooUCT OF 






*KIMSUL T. M. Reg. U.S. and Can. Pat. Of. tPYROGARD trademark 
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Driving through Pennsylvania the other night a 
lone neon sign loomed out of the mist with a simple 
message that lingered in the mind long after the 
village was left behind— 


“Dependable building products” it read. 


Yes, it was a lumber dealer’s sign and its down-to- 
earth matter of fact truth seemed the very essence 
of building product retailing—from the customers 
viewpoint! 

Could the business of building material distribu- 


tion be better described? 


it tells 
the whole story the public wants to know in three 
easily remembered words. Dependable building prod- 





Its very simplicity holds a special power 


ucts, 


In a time when advertising claims run to superla- 
tives, when merchants striving for an ever greater 
share of the consumers dollars vie with each other in 
lurid claims to the attention of the passing public, 
how refreshing is its forthrightness and distinction! 


In a time when the public is critical of the con- 
struction industry, when prices are under fire, when 
the consumer is increasingly wary and choosey in 
purchasing, what could be more assuring than just 
Dependable Building Products? 
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IS THIS THE PERFECT SLOGAN? 





What more does the public want from a dealer 
than responsibility and dependability? Responsibil- 
ity for an adequate line of building products and 
packages to serve the community’s needs, and de- 
pendability alike of materials and workmanship! 


Price once established on a reasonable basis be- 
comes secondary to the certitude of superior per- 
formance. 


Of course such a slogan requires a lot of living- 
up-to, but granted sincerity in his desire to serve, 
could a lumber and building material dealer slogan- 
ize his story better? 


Could the industry find a better theme for general 
adoption? 


American Lumberman & Building Products Mer- 
chandiser will be glad to act as a clearing house for 
slogan ideas. Let us have your comments and sug- 
gestions. 


EDITOR 








Mr. Dealer—Presented here are ideas for modern store 
fronts and interiors which you can draw upon in two 
ways; when you are planning to remodel your own store 
or when modernizing other stores in your community. 











Modernized Store 


By E. A. LUNDBERG, A.I.A.* 


TORE MANAGERS and own- 
ers are acutely conscious of 
modern merchandising and_ its 
methods. However, are the stores 
themselves geared to present day 
selling? Any modern store with 
any type of modern design is not 
sufficient to do the job just because 
it’s modern. A successful store to 
do good merchandising must reflect 
not only the type of merchandise it 
sells but also the quality and to 
whom it wishes to cater. 

The design and appointments of 
each individual store is a problem 
that only the store owners, the 
architect and designer, familiar 
with the problems of merchandis- 
ing can best handle. However, there 
are a few general problems in con- 
temporary store design that most 
store owners will meet and have to 
plan for. Also there are new trends 
and practices with which they 
should become familiar. The fol- 
lowing is a discussion of some of 
these aspects. 

OPEN VISION 


LARGE plate glass windows with 
unobstructed views of the interior 
is the prevailing trend now. Yes, 
and with it goes a few more prob- 
lems. In the first place the front 
itself does not have too much space 


*Director, Architectural Design, Pitts- 

burgh Plate Glass company. Summary 

of talk given July 9, 1947, at the Store 
Modernization show, New York. 
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in which to show radical changes 
because of its usual limited area. 
It is the interior which becomes the 
display tcgether with all the fur- 
nishings. 

Several years ago a new store- 
front alone did much to encourage 
customers to enter and to buy. Now, 
however with such clear vision in- 
side, all must be well done. Be- 
cause we have so much more to 
work with, considerably more is re- 
quired to properly handle the prob- 
lem. An artist once remarked that 
it is “imagination which distin- 
guishes an artist from a mechanic.” 
This same philosophy can be ap- 
plied to good stores with the reser- 
vation of changing it to controlled 
imagination. 


TILTED WINDOWS 


ONE of the problems with large 
display windows is that of reflec- 
tions. These can be annoying at 
times and especially if care is not 
used in giving consideration to lo- 
cation. Tilting of display windows 
can do much to eliminate these re- 
flections in some instance and in 
others it may make them worse. 
Display windows are usually tilted 
in at the bottom so that the reflec- 
tion is that of the street, rather 
than the brightly lighted store on 
the opposite side. The best proce- 
dure is to use light pastel shades 


inside the store for wall surfaces 
and fixtures because they, when 
well lighted, will reduce these re- 
flections of out of doors to a mini- 
mum. Other helps are light colored 
floor coverings and dark sidewalks. 
Even the beveling of the windows 
at an angle assist because they 
may reflect a more distant spot not 
so noticeably bright. 


COLOR 


COLOR is another problem in 
present design that can spell the 
difference between failure and suc- 
cess. Colors should be carefully se- 
lected so as to feature the mer- 
chandise displayed rather’ than 
divert attention. An _ interesting 
finding about color is that it is not 
a particular color which we find 
pleasing but rather their associa- 
tions one with the other. Just as 
pain surfaces combined with deco- 
ration and accents make for better 
compositions. 


Lighting these colored surfaces 
and materials is extremely impor- 
tant because it can make them vivid 
or dull. A good rule of thumb to 
remember in this respect is tiat 
cold light (like some fluorescent 
and daylight) goes well with cold 
color (such as blue) and warm 
light (such as filament and _ pink 


Illustrations: Pittsburgh Plate Glass 
company 
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GLASS doors lead into the store from the front while the entrance 
from the rear parking has a mirror backed shallow display window 
and the passage into the front of the store is lined on one side with 
glass block. The glazed saw-tooth roof permits the skylighting of 
In the hardware store this 
lighting is used above the display area on the balcony where the 
colors of the samples need to be seen by daylight as well as by 


special areas in each store in the block. 


artificial light. 


and gold) goes well with warm 
colors (such as yellow and red). 
MODERN VS TRADITIONAL 

FOR those who still have a look 
for traditional design it might be 
added that the thinking among the 
architectural profession in general 
on commercial building is that it 
should be modern. From a survey 
which we made recently over 90 
percent of the architects contacted 
voiced that opinion. The result 
was much the reverse however when 
it came to residential design. This 
is mentioned only to emphasize that 
a Store of good modern design must 
make some provision for the display 
of traditional merchandise as well 
as contemporary. This can be done 
successfully if proportions are 
pleasing and plain and if the mer- 
chandise is properly grouped. The 
design of the store too should allow 
for change and be flexible if pos- 
sible so that a complete renovation 
need not be made so frequently. 


OFF-CENTER ENTRANCE 

IN CONJUNCTION with this 
flexibility, in the smaller stores, the 
off-center entrance can do much. It 
makes the store appear wider by its 
proportions alone in that one dis- 
play window becomes more horizon- 
tal and it allows for at least two 
different types of display arrange- 
ments should such be desired. This 
off-center entrance type of design 
too provides for more freedom in 
plan and permits an expression of 
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THIS hardware store is one of a group of 
stores with off-street parking at both front 
and rear. The principal advertising feature 
is @ screen upon which may be projected 
still photographs or movies showing the use 
of the products sold. On the balcony are 
the manager’s office and a semi-private dis- 
play space for builders’ hardware, samples of 
wallpaper and other decorator’s materials. 
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our method of buying. It allows 
for irregular and interesting plan 
arrangements to dramatize and 
make the merchandise more ap- 
pealing which is so necessary for 
the selective buying trend we are 
now experiencing. 


MIRRORS 


MIRRORS play an important 
part in design today because they 
can reflect and make wide what 
would ordinarily be a narrow span. 
They suggest a spaciousness much 
to be desired to further the open- 
ness intended. Their being used 
on columns does much to decrease 





FHL, Maden Lam 

Rerail A. Lier. 
their size and in some cases they 
seem to practically disappear. Sur- 
veys also show that there is a de- 
crease in shoplifting after installa- 
tion of larger areas. 

The symbol of identification or 
name of a store should be very 
carefully done. If some particular 
style which is individual could be 
used it would help to further 
distinguish the store. Particular 


care should be taken nevertheless 
because in an effort to arrive at 
something different the result may 
be badly executed. Clear concise 
and well proportioned lettering is 
The 


always safe and decorative. 
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THIS design is based upon the avoidance of sight barriers between the interior and exterior 
and an attempt to create display of merchandise under the conditions of actual use. Toward 
this end the large street window allocated to seasonal exhibits is entirely glass enclosed and 
incorporates glass panels at the ceiling for the introduction of natural daylight. Daylight 
illumination is also obtained within the store through glass block placed above the stock cases. 
A feature of the design is the merchandising of garden tools and garden furniture in the area 
indicated. This space would be treated informally with planting, flag stone floor and similar 
rustic material and protected from the elements by glass walls and roof. Key to numbering 
in plan: 1. Street display; 2. interior display; 3. hardware sales; 4. electrical equipment sales; 
5. garden tools and furniture sales; 6. stock room and deliveries. 
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lettering should be sufficiently large 
to be visible and it would be well 
to place it horizontally on the build- 
ing because it will not necessitate 
changing when and if zoning will 
prohibit the projecting sign. 
COOPERATIVE GROUP DESIGN 
TRYING to use some of the 
imagination mentioned earlier we 
have developed a type of store de- 
sign which we think is rather un- 
usual and meets to some degree our 
problems of today. Realizing that 
there is and will be more effort 
placed on decentralization in our 
living and in community planning. 
And realizing that due to the past 
shortages and restrictions many 
stores have not been able to mod- 
ernize let alone keep their places in 
adequate repair, building and re- 
modeling should be somewhat spon- 
taneous. With so many wishing to 
make changes at the same time 
provides them with an opportunity 
to do it collectively. In so doing 
our idea, we believe, does as much 
as theoretically as it does merchan- 
dise wise. Overlooking the savings 
in cost of building that would b« 
had in group or cooperative mod- 
ernization, the benefits gained dis- 
play-wise far exceed their cost. 
When several merchants or al! 
within a city block cooperate and 
plan together their modernization 
program the over-all effect of the 


SITUATED at an intersection, this storefront 
has the entrance placed across the corner fo 
attract customer attention on both streets. 
The large, well-lighted sign stands far enough 
above the roof to be seen for quite a 
distance, and the block letters on the store 
can be plainly seen by pedestrians. 
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block itself becomes a tremendous 
advertising means because in its 
massiveness alone it attracts con- 
siderable attention. Usually with 
such arrangements however, it has 
been in the past that each indi- 
vidual merchant was limited in the 
designing of his particular store 
to such a degree that he had no 
individuality. With the arrange- 
ment we suggest not only does the 
merchant have individuality but 
also his store seems to take on ad- 
ditional foot frontage without 
actually doing so. This can only 
be accomplished by design and it 
is done in such a manner that the 
stores on either side use the same 
pier or wall surfaces as you do 
yourself. This adds up to two ad- 
ditional pier widths for your store 
as it does for the others. The de- 
sign may require that the color of 
one side be different from the other 
but that would lend additional in- 
terest so should certainly not be 
an objection. 

With the design too could go a 
continuous projecting canopy for 
customer shelter during inclement 
weather. The arrangement is 
practical and applicable not only in 
city planning but also in urban or 
community developments. 


THESE three storefronts all feature broad 
display windows and wide, welcoming en- 
trances. Each store has simple lines, and 
bold, attractive lettering to identify it and 
distinguish it from other stores in the block. 
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RICES 


‘AUNT STORE” 








Platform for 


Stepped -Up Performance 


EFINITE ideas bearing on the physical layout of 

a retail lumber yard have been formulated by 
Elias W. Nuttle, president, The Nuttle Lumber and 
Coal Co., which operates four yards in Maryland with 
headquarters in the town of Denton. 


These ideas have been adopted functionally with 
such success that Elias Nuttle fully justifies the titie 
Master Merchant of the Light Construction Industry. 


His new yards have been laid out and his home office 
remodeled on the basis that a good retail lumber yard 
should incorporate the following points: 


1. It should be well located on sites that ordinarily 
would also prove ideal for automobile, furniture and 
similar displays of first-class merchandise. 


2. Buildings should reflect the type of architecture 
prevalent in the community. 





on MASTER MERCHANTS OF THE LIGHT \ 


CONSTRUCTION INDUSTRY 


One of the Nation's outstanding building products re 
tailers is featured in each issue of this publication. The 
editors of American Lumberman & Building Products 
Merchandiser believe these articles will be @ source of 
practical business ideas and inspiration to other retailers 
in the industry. Only top-flight merchants will be feo- 
tured in the series, but @ sufficiently large number of 
them meet the exacting requirements so that it will tee 
many months to cover them all. 
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3. The company’s buildings, and the displays in- 
side, should demonstrate the types of materials best 
suited to the community. 


4. Display cabinets and furniture should be as good 
looking as those seen in drug and department stores. 


5. Displays should be flexible and easily changed. 


6. Store layout should have two purposes: it should 
make it easy to display merchandise; it should make it 
easy to wait on customers. 


7. Merchandise on display should include the usual 
as well as the unusual. 

8. Displays should be arranged so that traffic pass- 
ing through the store will naturally pass by and around 
these displays. 


9. The store and displays should be laid out in such 


BUILDERS’ HARDWARE and hand tool exhibit are attractively arranged at eye level. The display islands have stimulated impulse buying. 
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Master Merchant Elias W. Nuttle is building 

his dollar sales in Maryland because he 

planned his store layouts to increase opera- 
tional efficiency. 
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ENTRANCE to the main office in Denton, Md. shows how the Nuttle 
Lumber and Coal Co. carries out the colonial architectural theme 
widely used throughout the community. 


a manner that the customer can be served easily and 
pleasantly, 
PROGRAM IN PRACTICE 


Mr. Nuttle did more than advocate the above points. 
In laying out his two newest yards, for example, The 
Nuttle Easton Lumber Co. and The Nuttle Cambridge 
Lumber Co., sites were chosen where space was ade- 
quate yet on main traffic lines. 

In the various communities in which Nuttle stores 
ure located outside Denton—Easton, Cambridge and 
St. Michael’s—the company employed the colonial 
architecture of these towns. House fronts and door- 
Ways are demonstrated by using these exhibits on the 
side of storage sheds as indicated in the photographs 
on these pages. Seven different front door frames and 
doors are displayed and in actual use on these build- 
ings as well as overhead and sliding doors for commer- 
cial buildings.. In addition there are several types of 
siding, wood gutters, and asphalt shingles actively 
demonstrated. 
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AIR VIEW of the headquarters layout of The Nuttle Lumber and Coal 
Co. in Denton, Md. Three other yards are part of the organization. 


BY making displays adjustable and movable, the store layout may 
be altered easily to accommodate new merchandise. 


All the above named material is used to harmonize 
with the building in which it is incorporated and with 
the community architectural theme. The prospective 
customer will see interior doors, stairways, windows, 
hardware, trim and walls as they are actually used in 
residential construction. 


“Two things struck us as being wrong as we studied 
lumber yard displays,” says Mr. Nuttle. “First, they 
were cheaply made. Second, they were not adjustable 
and movable. Therefore, in remodeling our stores, we 
have made all of our cabinets and tables very flexible. 
That goes for all types of displays: hardware, tools, 
glass, ete. Consequently, all our displays fit nicely into 
groups, back-to-back, against a wall, out on the floor 
or in a line. In this way we can change our store lay- 
out as often as we feel like it and readily incorporate 

new merchandise into our displays.” 


The fixtures in the Nuttle stores are trimmed in oak. 
Display space is located on the counter and in front; 
rear of the display is used for storage. Thus it is easy 
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for the customer to pick items that he wants and for 
the clerk to wait on him. 


ITEMS FOR EXHIBIT 


“In displaying materials,” said Mr. Nuttle, “we feel 
that the ordinary product often slips our attention. We 
feel that there are two elements to consider in making 
your selection of merchandise for exhibit. 

“First, at least in most cases, the customer 
familiar with the product he is asking for. 

“Second, we believe in emphasizing the products you 
want to sell and that lend themselves to impulse mer- 
chandising.” 

Mr. Nuttle is convinced that many customers who 
come to the retail lumber dealer for advice about their 
building problems do not know the simplest things 
about the use of basic building materials. Therefore it 
is important to have workable exhibits of these 
products. 

“We have found that our new stores selling many 
items that people did not come in to buy,” added Mr. 
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THREE of the Nuttle Co. 


trucks outside the company garage in Denton show how 


Nuttle, “simply because we showed customers by actual 
demonstration how these items could be used. 

Mr. Nuttle has found that the dual problem of di- 
recting traffic through displays and at the same time 
making the customer feel at home can be solved by 
having pleasant receptionists at the door to direct cus- 
tomers to salesmen; by eliminating counters and all 
barriers between customers and salesmen, so custom- 
ers can readily move about; by providing chairs and 
magazines so that customers not interested in looking 
at displays may be kept pleasantly occupied while 
awaiting the service of a salesman. 


Cash sales in particular have mounted since the 
company has put in practice the nine-point platform 
outlined in this article. 


Principal owners of The Nuttle Lumber and Coal Co. 
are Elias W. Nuttle, president, and his father, Frank 
L. R. Nuttle, vice-president. They and F. B. Nuttle, 
deceased, founded the business. Other officers are 
Philip E. Nuttle, vice president, and J. Frank Connelly, 
secretary-treasurer. 





possibilities. 
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EXTERIOR of the Cambridge office shows how various house fronts and doorways are displayed on the side of storage buildings. 
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PLANS for this five-room ranch-style house call for two bedrooms. Each plan specifies what materials 
to buy and where to use each piece. 


Gulding a Home 
With the Help of a Pattern 


Thousands of retail lumber dealers are distributing 
Easi-Bild patterns, a new way to help a prospective 
home builder solve his construction problems himself. 


N YEARS PAST, America has 
had numerous housing short- 
ages, just as we have had periods 
of over-production. Today millions 
of American white collar workers, 
ex-GIs and ex-war plant workers 
would quickly follow in the steps 
of their pioneer grandfathers and 
build their own homes if given half 
a chance. 

Month after month consumer 
publications tell of individuals and 
groups of everyday folks who have 
banded together in order to build 
their own homes. We quickly for- 
get, and Washington bureaucracy 
does little to help us remember, 
that 


nearly every home built in 
Colonial times was constructed 
largely by unskilled individuals. 


Once a neighbor had helped with 
the building of a friend’s home he 
Was considered a skilled worker. 
To help those individuals who 
want to solve their own housing 
Problem, the Easi-Bild Pattern 
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company, Pleasantville, N. Y., has 
prepared what is considered to be 
one of the simplest methods of 
home building yet conceived. 


An Easi-Bild pattern for build- 
ing a five room, ranch-style house 
has just been released. It differs 
from blueprints, plans, etc., in that 
any 17 or 18 year-old boy can fol- 
low the simple methods of construc- 
tion offered. 


WHAT IS A HOUSE PATTERN? 


THE pattern assumes that the 
individual can read, but knows 
nothing whatsoever about building 
a house. It provides: 1. A com- 
plete list of materials needed. It 
specifies the most economical stock 
sizes to buy and mentions where 
each is used. 

2. Step by step directions cover 
every step of construction from 
site selection, establishing proper 
grade levels, to foundations, fram- 


ing, etc. These are written in lan- 
gauge everyone can understand. All 
pieces of lumber are shown in their 
respective positions. Each is labeled. 

3. Assembly illustrations show 
each step of construction. The ex- 
act location of framing members, 
anchor bolts, braces, etc. After put- 
ting in footings, foundations and 
piers, directions specify making 
girder, bedplate, sill beams, floor 
joists. Each progressive step of 
construction is clearly illustrated to 
eliminate any possible question. 

4. Full-size patterns for making 
all angle cuts on rafters, gable 
studs, etc. are provided. These are 
traced on the lumber specified, thus 
eliminating need for figuring com- 
plicated angle cuts. 


A HELP TO DEALERS 
ONCE people living in your trad- 
ing area recognize the fact that 
you can help them solve their hous- 
ing problem, your future is assured. 
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MATERIALS for this cottage, as specified by the pattern, can be sold for $700 to $800, based 
on framing lumber at $105 per M. 


At a recent meeting in Washington, 
a speaker said, “The responsibility 
of providing America with houses 
still rests with the lumber dealer. 
Unless he rises to the responsibil- 
ity, the business will be syphoned 
off into government financed and 
guaranteed programs.” Many deal- 
ers offer these two Easi-Bild pat- 
terns to everyone needing a home. 
The dealer not only attracts new 
customers for everything he sells, 
but renders a real service to the 
families living in his trading area. 
The pattern for a country cottage 
provides complete instructions for 
building a 114 room house. The 
floor plan of the cotttage offers a 
kitchen, dinette, living-bedroom 
combination and a bathroom. 


FLOOR PLAN MATERIALS 
MATERIALS for this cottage, 
as specified by the pattern, can be 
sold for $700 to $800 (estimate 
based on framing lumber at $105 
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FLOOR PLAN No. 91 of the country cottage. 
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per M.). While this figure does 
not include plumbing, wiring or 
heating, it provides a very livable, 
attractive home for a couple at min- 
imum cost. It’s one that anyone 
can build from the pattern and one 
that everyone can afford. Later, as 
finances permit, and their need for 
more rooms becomes apparent, the 
additional rooms can be added. 
As shown in the floor plan ac- 
companying this article, the shaded 
area indicates the original cottage. 
A hallway and two bedrooms have 
been added to one end. A full size 
kitchen, utility room, breezeway 
and garage to the other. Since the 
pattern specifies exactly what ma- 


UTILITY 
ROOM 
9'3"°% 1's" 











BEDROOM 
lo’ x 12'2" 


BEDROOM 
u's" x 13°6" 





1 

FLOOR PLAN No. 910 of the two-bedroom 
house. Shaded area indicates original coun- 
try cottage. 





terials to buy and where to use 
each piece, the additional rooms 
may be added, when and where the 
needs of the family permit. 


MYSTERY TAKEN FROM BUILDING 


THERE are hundreds of fami- 
lies within the trading area of every 
lumber dealer who desperately need 
housing. Their future happiness 
and the success of their marriage, 
in many cases, depends on an early 
solution of this problem. It is the 
lumber dealer’s responsibility to 
help those who need help. Within 
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CONSTRUCTION details in the pattern cover every step from establishing grade levels to 
digging foundation trenches. 
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his stock of building materials is 
the answer to the individual’s need 


. ; 
Dealer Signe 
fora home. The pattern method of 


building is the tool that may trans- * e 

form lumber into housing the in- that Build Business 
dividual can afford to buy. Not 
everyone will build his own home. 
Yet everyone can be encouraged 
toward doing some of the work 
himself. 


Se 


ser neerss7 1 


CUSTOMERS SAVE MONEY 


IF THE individual does only 
part of the work himself, he saves 
money. By purchasing his own 


materials, digging foundation 

trenches, helping to mix cement, | SL 
helping with the carpentry work, | | 

the home builder can turn his spare | LUMBER Co. 
time, weekends, holidays and vaca- | 


tion into production he couldn’t | PHONE: 8 


afford to pay for by letting the job 
} out on contract. 





It wasn’t too long ago that a | 
woman turned for help to the vil- 
lage dressmaker, every time she | 
nawn needed a new dress. With the suc- | 


coun- : 
cessful use of dress patterns every | 





/ woman became her own dressmak- 5. | beth Bd 
~~ a Today the dry goods store sells | z FOR ALL 
coms hundreds of home dressmakers. | 
ie 2 where before there were one or two | 
) professionals. 
The history of full size wood- 
' © working patterns is following the 
same path. Important to every 
fami- lumber dealer is the fact that over 
every 10,000 readers of the Woman's 
need | Home Companion recently sent in 
iness —) $2 for the pattern for building the 
riage, |} country cottage. When the same 


BUILDING MATERIAL 
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BAe Bs aera, shine 





early —} magazine recently ran a_ second Te 

s the — story showing how this cottage . 4 LUMBER for REPAIRS..GARA 

y to |) could be expanded into a five room, | a Ar La STORM & A P 

Tithin 4 ranch-style house, over 1500 read- ver ey ; Taal E 
> ers sent in $5 for the pattern with- ae ; For WOOD or STEEL WINDOWS 


FA, 


en eat to eed remem CHAPLOW LUMBER CO. 


» [asi-Bild patterns now available. 
: Over 5,000 retail lumber and hard- 
ware stores throughout the country 
now offer these carpentry patterns 
to their customers. They realize 

















4 that these patterns help people build 
| furniture, household equipment, 
© toys or a home of their own at less 
) than half the cost if purchased 
H ready made.  §675 * Rebull Remode/ 
fe Service to customers is the E. 7 MILE Rd cont MtEn Semvict 


watchword of every successful busi- 
ness. It is now time for every lum- 
ver dealer to evaluate the ways and 
means he can provide greater serv- 
ice to the homeowners in his trad- 
ing area. People like seeds in a 
sack in the farmer’s grain bin, are 
only able to produce a cash-over- 
the-counter crop of sales if they are 
cultivated properly. 


ac CHAPLOW 


LUMBER co. 
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COMPLETING loading of false truck bed which rests on 
the floor. Note crane-hoist above with chains hooked 
out of the way. 












































FRONT view of completed load on false truck bed of 
Hogan Lumber company. Loading is done from the 
floor level. 
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Streamlined Truck Loading 


California dealer uses a crane hoist installation and 


false truck beds to make substantial savings in costs. 


RUCK LOADING, especially of products whose 

structure or shape do not adapt them well to the 
various means of mechanized handling, frequently 
represents a considerable expenditure of both per- 
sonnel and equipment time—and therefore, money 
for lumber yards. 

Through the use of an effective new crane-hoist 
installation in conjunction with false truck beds, 
the Hogan Lumber company, retail and wholesale 
dealer at Oakland, Calif., is realizing substantial sav- 
ings in loading costs. 

This installation has been in full use in its sash and 
door plant for several months, sufficiently long to 
convince Tom and Bob Hogan of the lumber firm of its 
high value. Though this hoist is of large load capacity, 
seven and a half tons, and is used for a special situa- 
tion in this case, its principle is one than can readily 
be adapted by other lumber dealers to their own re- 
quirements. 

The problem to be answered was that both truck 
and driver were tied up for considerable periods of 
time, sometimes for the better part of a day, while 





the truck was loaded for extended hauls with sash and ~ 


doors for delivery in varying quantities to several 
different points. As it is obvious that trucks and 
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their drivers return dividends only in proportion to 
the time spent in their basic function of transporta- 
tion, a solution was sought that would reduce these 
lengthy, unproductive tie-ups and make the loading 
operation more efficient. 

The two-motor crane hoist operates on overhead 
tracks running across the plant building near the 
main trucking door. (It was first considered in pre- 
liminary plans to run the tracks lengthwise through 
the building to enable the hoist to cover a wider floor 
area, but this involved too extensive remodeling to 
make it practical.) 

Four-hook suspension on eight-foot center lift the 
“false” truck beds, and synchronous lift is achieved 
to maintain the bed and its load completely level in 
both lifting and lateral movement. Control and oyer- 
ation is handled by push-button, remote controls. 

The beds measure 16x7 feet to fit directly on to the 
company’s large trucks. Their weight of 1200 pounds 
causes some reduction in the trucks’ load capacity, 
but this is more than compensated for by the time 
saving and increased efficiency, according to Bob 
Hogan. 

Another advantage that has developed from use of 
the installation is it enables loading to be done from 
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CRANE hoist lowering false bed onto truck, which has 
been backed under it to receive a load at the lumber 
company. 


floor level directly on the bed. This makes the work 
of the loading crew easier and is more efficient because 
of the reduction in wasteful lifting, an important fac- 
tor especially where mixed loading must be carefully 
done to avoid possible damage in transit. 

When one bed is completely loaded, it may be lifted 
and moved aside and a second bed loaded if desired. 
Intermediate piling or stacking that may be required 
while waiting for a truck to be available for loading 
is also eliminated. 

Placement of the load on the truck is a simple and 
rapid operation. The bed is raised above truck level; 
the truck is backed under it; the bed is then lowered 
on to the truck and the necessary fastening and tie- 
downs are made. The truck is in and out within a 
short space of time. 

No changes have been required in the regular flat 
truck beds except to provide for secure fastening of 
thefalse beds in place, so that the trucks can be used 
in standard fashion at any time. 

Truck driver and loading operators were skeptical 
of the value of the new crane-hoist method when it 
was proposed and first installed. Ordinarily, the driv- 
ers had kept a close watch on the loading of their 
trucks to make sure that loads would balance and ride 
properly, and were reluctant to depend entirely upon 
work done by the loading crew in their absence. How- 
ever, they have become convinced of its efficiency and 
safety in actual practice. The loaders also have been 
sold on the fact that it makes their job easier to per- 
form properly. 

From the company’s standpoint it has resulted in 
Savings of both time and money, has enabled delivery 
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SIDE view of crane-hoist lowering false bed and its load 
of sash and doors onto truck. Chains are hooked into 
fasteners at the side. 





FRONT view of the Hogan Lumber company receiving 
the loaded false bed. The crane-hoist and its tracks are 
shown at the top. 


schedules to be kept better and has made it easier to 
prepare multiple loads. 

At the present time, two false beds are being used 
in conjunction with the crane-hoist, but it is planned 
to add others to enable increased use of this efficient, 
cost-saving installation. 











Realize the need for industry organization 
and work consistently to achieve it. 





IN A SERIES OF LESSONS FOR 
CONSUMER SALESMEN OF LUM- 
BER AND BUILDING PRODUCTS 


4 


HE PROBLEM, which in the title of this article is 
described as “Working with Others in the Build- 
ing Industry” should really, at least temporarily, be 
described as “The Need for Industry Organization.” 
The building industry presents a complex problem 
because in order to complete any single project many 
services, which are frequently outside of the scope of 
the dealer are essential to giving the customer a com- 
plete “‘lock and key” end result. 

For example—in almost any job, and this is par- 
ticularly true in property improvements, the salesman 
soon discovers that, in addition to his company’s ma- 
terials and services, many other requirements, such 
as, plumbing—heating—electrical work—sheet metal 
work (either interior or exterior )—plastering—paint- 
ing—excavation—grading, etc., are essential to pro- 
vide a complete ensemble. 

Industry Organization—Every dealer has a number 
of “satelite” associate contractor customers on whom 
he depends for a considerable portion of his volume— 
for, in the final analysis, while a consumer may deal 
with the dealer directly, usually it concerns only one 
project; whereas, the contractor customer will pur- 
chase materials—year in and year out for many 
jobs. 

Each of these contractors have, in turn, sub-con- 
tractors on whom they depend for the execution of 
work which they themselves are not equipped to 
handle. 

Depending on the nature or scope of the building 
project, which may be large or small—new or property 
improvement—commercial or industrial construction, 
there are, in each area, a certain group of individual 
sub-contractors who make a specialty of rendering 
these extra services. 











The alert building material salesman, when faced 
with this situation (and it exists everywhere), will 
systematically catalog and index these extremely im- 
portant factors in his territory. 
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uilding Industry 





CATALOG THE CONTRACTORS 


Depending on how far his territory extends, he 
should begin by first classifying the contractors who 
deal with his employer. These may be either general 
contractors, who undertake the entire job, or car- 
penter or mason contractors, who furnish only car- 
penter or mason work. 

After this classification has been made, it should 
be given further analysis to determine the type of 
organization—and the ability of each of these con- 
tractor customers with respect to—how many jobs 
can they handle?—what part of the territory do they 
prefer ?—are they equipped to handle several jobs at 
once?—are they specialists on new home construc- 
tion, commercial structures, property improvements, 
or jobbing contractors? 

After this has been determined by examination of 
their past purchase records and from other reliable 
sources, the salesman should become personally ac- 
quainted with each one and accomplish two purposes: 
(A) convincing the contractor that many services, as 
well as leads to new business, can develop from this 
friendly contact; (B) obtain from him the names of 
his preferred sub-contractors; such as the plumber, 
painter, tile setter, electrician, excavator, plasterer, 
sheet metal worker, furnace man, etc. 

This information will provide the “spring board” to 
contact these outside contractors—and a personal visit 
and sales contact is definitely indicated in order to 
cement the desired reciprocal relationship because, 
while the salesman can help them by supplying dealer 
and manufacturer helps and serve them promptly with 
material deliveries, they, in turn, become a two-fold 
source of business for the salesman—first by buying 
their own requirements from him—and also by rec- 
ommending his company to their customers. 

A small card index file with dividers and ruled cards 
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containing names of contractors and sub-contractors, 
properly classified, will be of definite importance when 
a customer asks “whom should I call upon to do this 
work?” — because it will bring friendly associates 
together. 

A cross index listing of all of the participating 
crafts can be easily developed from this basic infor- 
mation. 


Plumbers, plasterers, masons, sheet metal contrac- 
tors, electricians, ete., can be listed on a 3x5” index 
card—and show territory, job capacity, credit rating, 
reputation for workmanship, and with whom they 
prefer to work, and what size job they are capable of 
handling. 





This indexing will take time, patience, and work. 
It can not be accomplished over night; yet, the obtain- 
able results will more than compensate the salesman 
who expands this effort. 


Next in line, as part of the salesman’s job of Indus- 
try Organization, is becoming acquainted with those 
who are not in the above groups. 


This might include (depending on the local com- 
munity) the stone quarry—the concern which fur- 
nishes ready-mix concrete—the realtor, who has both 
lots and existing houses for sale—the banks and loan- 
ing agencies—the architects—the building inspectors, 
ete. 

The present status of organized labor in your area 
—whether union or non-union—as it applies not only 
to the dealer’s organization but also to the contractors 
and their mechanics, will determine the desirability of 
becoming on friendly terms with the delegates or busi- 
ness agents of the several craft unions in the building 
industry. 

In most instances, the skilled crafts in the building 


trades will be organized, and the distribution of man- 
power, to a very great extent (on account of the ex- 





Quiz for Salesmen 
1. Why should “Working with Others” be termed 
“The Need for Industry Organization’? 


2. Why is knowledge of contractors and their sub- 
contractors desirable? 


3. Why should contractor customers be classified 
as to ability, credit rating, and organization? 





4. Why is labor and its allocation so important to 
the dealer salesman? 


5. What information should the salesman obtain 
during his contact with the dealer’s contractor cus- 
tomers? 


6. Why are job deliveries so important with re- 
spect to timing? 


re How can the salesman anticipate his customer’s 
requirements? 


8. What are the five characteristics which the 
successful salesman possesses? 


9. Why is the spoken word so important? 


10. Why is the term “Working with Others” so 
definitely appropriate? 
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isting shortage of skilled labor), will be determined 
by the decisions of the business agent of each craft. 


Inasmuch as the consumption of building materials 
is in direct ratio to the amount of skilled labor which 
can be made available to provide for its assembly or 
installation, it is obvious that the building industry 
depends both on materials and skilled labor in order to 
operate efficiently. 


Hence, the alert salesman will cultivate the co- 
operation of these business agents, who control the 
distribution of labor. When making these labor con- 
tacts, one of the primary points, which the salesman 
can use with success, is that his employer (the dealer) 
is willing and able to effect prompt deliveries to the 
end that no mechanic employed on any job will be “laid 
off” or lose working time on account of delay in de- 
livery of the materials which are required to keep him 
at work. 


The wise salesman will, by checking the progress 
on the jobs he has sold, anticipate the contractor’s 
requirements and arrange for any needed deliveries in 
advance so that the job may proceed without intrrup- 
tion. 


To achieve the desired end result, the salesman 
should develop certain characteristics, which, when 
put into action, will enable both himself and his com- 
pany to attain their objectives. Among these charac- 
istic qualities are: 


1. The ability to make friends and inspire them 
with confidence. 


2. The quality of remaining serene, confident, and 
cheerful during trying moments. 


53. Tenacity of purpose—making certain that any 
promises made by him are kept. 


4. Tolerance and a sympathetic attitude towards 
those who were unable, for one reason or another, to 
“carry the ball.” 


5. Reflect an unqualified feeling of honesty, sin- 
cerity, and good will (to do this effectively, you must 
actually live the part), and if you do, every one will 
believe in you. 


6. Choose your words carefully—attune them to 
your audience to express your ideas. 


“Working with Others’—while temporarily di- 
verted into “Industry Organization’—is still an ex- 
tremely apt title. 


In this connection, two expressions taken from a 
Chinese Philosopher (who shall be nameless) may be 
appropriate. 


The first is—“You are not what you eat—but what 
you think...... as you have thought in the past, so 
are you now ...... as you think now, so will you be.” 


The second one is—“To build a personality—meet 
many—every one you meet becomes a part of you.” 





Working with others is inevitable, unescapable, 
and necessary in any walk of life. Each one of us 
must, in order to exist, “work with others.” There 
is no alternative. The only question, which remains, is 
how can we do it most constructively, helpfully, and 
gracefully. In the preceding paragraphs, an attempt 
to give an answer has been made. It is hoped that 
it may be of some slight benefit to those who rec- 
ognize the problem. 
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DISPLAY room of the Sires Lumber company 

runs the full width of the building. Six large 

windows look into the building from three 

sides and turn the whole salesroom into one 

large display window. A few sales items 

cre displayed around the door to attract 
passers-by. 


The House that Sezee Built 


HE HOUSE That Sires Built is a spacious new 

store added to the retail and service equipment of 

its plant by the Sires Lumber company, Charles- 
ton, S. C. 

The store represents in part the normal expansion 
of a growing business and the need for more adminis- 
trative and general office space. But it represents also 
a good many requests from home owners, contractors 
and building mechanics that the company add more 
lines of merchandise and types of service needed in 
building and equipping the modern house. 

Every progressive firm in the light-construction field 
knows that the proper expansion of modern mer- 
chandising is more than the adding of new lines; 
just as successful display is more than putting the 
merchandise into showcases or on compartment tables. 
The way it is done is quite as important. 

Modern principles and practices of display ana 
silent salesmanship have to do with space, order, 
classification and accessibility. The customer usually 
thinks merely that the display looks nice; and he may 
be mildly surprised that, as he goes through the sales 
room on a buying tour, he seems always to see the 
next item he wants just a moment after he thinks of 
it. Or he’s reminded that he needs it by seeing it. 
This, of course, is not accidental. The display was 
planned that way. 

Another factor of almost equal importance, but 
one which the customer doesn’t see, is the order, ar- 
rangement, classification and accessibility of the re- 
serve stock; so stored that replacing items, as they 
are sold from the tables or showcases, takes the 
minimum of time and no search at all. It makes the 
difference between full, sparkling, attractive displays 
and the pawed-over appearance that suggests a bar- 
gain basement on Saturday night. 

While the Sires company is at pains to advertise 
the new store and the added lines, it is equally careful 
to point out the fact that the stock of lumber and 
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building supplies gets equal attention. It was these 
lines upon which the company built up its reputation 
for service and quality; and these staple items are 
of continuing high importance. 

Upstairs, in the new building, is a special wing 
in which is located a conference room for the em- 
ployees. This is part of a more or less formal edu- 
‘ational project for the people of the company; a proj- 
ect of instruction in merchandising, making use of 
motion pictures and other visual aids. The confer- 
ence room and.all the offices are air conditioned; and 
all have complete telephone service. In this second- 
floor section is the drafting room; also the estimating 
department. 

On the left, down stairs, is the office of Frank R. 
Sires, president of the company and also a member of 
the Advisory council of the Carolina Lumber & Build- 
ing Supply association. On the right is the office of 
Gruber Sires, sales manager of the company. 

Off the display room is a powder room for the ladies 
of the staff and the lady customers; also a lavatory 
for men. On the second floor is a washroom for the 
men of the drafting and estimating departments. 

A list of merchandising lines, taken from a Sires 
advertisement, will indicate the scope of this mod- 
ernized sales and service plant: builders supplies, 
builders hardware, builders tools, wall tile, glass 
ovenware, portable electric washers, pressure cookers, 
coffee makers, thermal jugs, kitchen utensils, pastel 
brooms, kitchen step stools, medicine cabinets, step-on 
‘ans, garden equipment, lawn mowers, garden plows, 
garden carts, lawn sprinklers, garden hose, water 
coolers, ice cream freezers, protective porch gates, 
electric fans, electric irons, juice extractors, portable 
ice boxes, paints, varnishes, enamels, waxes, insect 
sprays. 

This is one of the handsome and efficient centers 
of building-materials merchandising in the expanding 
South. 
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CAMERA-eye view of the north end of the new building shows builders’ hardware, tools, 
glassware—each carefully classified for ease in selection. 
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SOUTH end of the display room contain paints, varnishes, enamels, waxes, portable electric 
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ing washers, garden plows, lawn mowers and numerous other articles. 
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Profits 


From MOW HAY Curing 


AYING IS NOT what it used 
to be on thousands of farms. 
Today, the hay is cut in the morn- 
ing; allowed to wilt for hours, then 
raked into windrows and allowed 
to dry for two more hours and by 
after lunch it is on its way to the 
mow. To most farmers this is al- 
most unbelievable at first, but after 
they see the finished product they 
make a vow to remodel their barns 
for artificial hay curing as soon as 
the hay is out of the mow. 

There is no trick to curing better 
quality hay. It is just a case of tak- 
ing the guess work and element of 
chance out of the haying operation. 
About four hours in the sun will 
wilt and reduce the moisture con- 
tent to about 40 percent. At this 
stage the leaves cling to the stems 
and there is little danger of shat- 
tering them during the balance of 
the operation. What is cut in the 
field actually gets into the mow. In 
the mow the green hay is spread out 
over a system of air ducts, then 
a blower moves a controlled amount 
of air through the hay until it is 
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EXTERIOR view of the Barton Farm at Rockford, Ill. This shows the size of the operation and is 
considered a typical installation. 
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dry. The amount of green hay 
that can be put into the mow at 
one time depends on the equip- 
ment that is available. Generally 
it is placed in layers of 6 to 8 feet, 
but a depth of 15 feet can be cured 
successfully. 

Several different types of systems 
have been developed by the agri- 
cultural colleges, but those worked 
out by Virginia, Tennessee and 
Ohio have received most promi- 
nence. Regardless of the type of 
system, they all follow certain fun- 
damental rules to produce satisfac- 
tory results. The floor must be 
tight to prevent air leakage, the 
hay must be spread over the air 
ducts evenly and it should not be 
trampled or packed. The blower 
must be capable of delivering at 
least 12 cubic feet of air per min- 
ute for each square foot of mow 
floor area. This amount of air 
should be delivered against a 
pressure of *4 inch static pressure. 

You will want to bone up on this 
new wrinkle in farming, for your 
customers will be looking to you 
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for help in building their barns. If 
you are in a dairy area, you might 
even want to build a sales campaign 
around this improvement for next 
spring. Generally, the mow floor 
will have to be covered with a good 
grade of felt and then refloored. 
Because the hay mow can hold up 
to 40 percent more hay with a cur- 
ing system, the girders and posts 
supporting the mow will also have 
to be strengthened. Then, there is 
the fan room to be built in the mow 
and the ducts for evenly distribut- 
ing the air. Each mow hay curing 
system can, therefore, represent a 
good volume of business. 

The Tennessee system is con- 
structed with the main air duct 
built down the center of the mow 
with the lateral ducts extending 
out on both sides at right angles. 
This main duct is tapered; the 
large end, which is connected to the 
blower, is made 10 percent larger 
in cross section area than the dis- 
charge opening of the fan. The 
taper of this duct is uniform, and 
the small end has the same area as 
the combined end area of 2 laterals. 
This central duct must be tightly 
constructed to insure proper distri- 
bution of air. Sheet materials like 
plywood or cement asbestos board 
are well suited to this type of fab- 
rication. Kiln dried, one inch T. & 
G. boards will also make a good job 
if the boards are nailed up tight. 

The lateral ducts are spaced on 
four foot centers on either side of 
the main duct for the length of the 
barn. These ducts should run from 
the central duct to within 5 feet of 
the sidewalls. The cross section size 
of each lateral can be figured as 
follows: Take the cross section 
area of the main duct at the dis- 
charge point of the fan and divide 
it by the number of laterals that 
are needed. 

As an example, assume that you 
have a blower with a discharge area 
of 1,200 square inches. Then the 
main duct at the large end should 
be 1,320 square inches. Now if 
you have 20 laterals on the floor, di- 





Drawing: Ilg Electric company. 
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vide 1,320 by 20. The cross section 
of each lateral will be 66 square 
inches. The small end of the main 
duct would have a cross section area 
of 132 square inches for it is twice 
the area of a lateral. 

These laterals are usually built 
of three boards to form a trough. 
They are inverted on two _ inch 
spacers on the mow floor to permit 
the air to escape around the bottom. 

In the Ohio system, the main duct 
runs along one entire side of the 
mow. In actual practice, this duct 
has been made in many sizes, but 
the four foot wide and six foot high 
duct is the most popular, because 
4x6 foot panels can be used in its 
construction. The barn wall is used 
for one side of the duct, so that 
only one side and the top must be 
built. One of the advantages of 
this large main duct is that some 
of the laterals can be easily shut 
off from the inside when the whole 
system is not used. 

The laterals run from this main 
duct to within five feet of the op- 
posite wall and they too, are spaced 
on four foot centers. Because these 
laterals must run across the entire 
width of the barn, they are made 
in two sections. The first half, 
nearest the main duct, is 10 inches 
high and 16 inches wide. Second 
half is made smaller to telescope 
into the first half. This arrange- 
ment makes them easy to store and 
handle when the mow floor must be 
cleaned. 

With either of these systems, an 
ordinary mow full of hay can be 
cured in a week to 10 days. If 
the weather is wet during the dry- 
ing period, an extra week may be 
needed. The blower is started as 





























INTERIOR view of the barn showing the installation of a modified Ohio hay curiny system. 
Notice the main duct in the end of the wall, with the lateral on the mow floor. 


soon as the first layer of hay is 
placed and it must run continu- 
ously until the moisture content of 
the hay has been reduced to 22 per- 
cent or below. With this type of 
system, there is little chance for 
error in moisture content, for the 
hay on top of the pile dries last. 
When the top is dry the rest is 
too. Most farmers double check 
the cure by starting up the blower 
again 24 hours after the forced air 
was shut off. If the air blowing 
through the hay is warm when the 
blower is restarted, the moisture 
content was not low enough at the 
time curing was stopped and the 
blower must be operated longer. 





CLOSE-up view through the doorway of the 
main duct, showing the blower installed on 
the Barton farm. 
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With mechanized handling and a carefully- 
planned layout, the Richardson Lumber Co., 
Sheboygan Falls, Wis., is prepared to, capi- 
talize on its foresight. 


AST, EFFICIENT handling of customers and ma- 

terials was foremost in the mind of Joseph (Joe) 

E. Richardson, president of the Richardson Lumber 

Co., Sheboygan Falls, Wis., in planning the layout of 
his new yard and store. 


Although the development is not yet complete, it has 
attracted dealers as far away as Colorado. Strateg- 
ically located on the outskirts of the town with good 
prospects of a new state highway passing the site 
within a year or two, the property includes seven acres, 
only a part of which is developed thus far. Parking 
space, of course, is more than adequate. 


The entire layout has been designed to make the 
fullest use of mechanical handling equipment. Already 
in use are two fork-lift trucks—one 1-ton and one 
2-ton. Eventually the company will purchase a 31'5-ton 
lift that will handle anything in softwood. 


Currently the heavier lift is being used in the yard 
to speed the unloading of lumber from flat cars and to 
load outgoing trucks; the lighter lift gives valuable 
service in the huge warehouse, where all materials will 
eventually be palletized. 


WAREHOUSE FACILITIES 


THIS warehouse, 300x72, has a 12-foot storage and 
handling platform running its entire length. The porch 
is level with the freight car floor and the mechanical 
lift truck can be driven directly into the car from the 


RICHARDSON LUMBER 





Geared for Efficient 





RETAIL store, open lumber shed and large warehouse of the Richardson Lumber Co., Sheboygan Falls, Wis. 





Service 








oN 


JOE RICHARDSON, affable president of the company. 


warehouse since a 500-foot spur track borders one side f 
The loading platform also affords > 


of the warehouse. 
weather protection for materials that do not require 
inside protection. 


The warehouse has cinder block walls with an 8-inch 
double reinforced concrete floor. The roof is supported 
with Rilco rafters. 


Otto Pauls, yard foreman who has been with the 
company 12 years, is working constantly on space and 
time saving methods of handling. He has developed a 
storage rack, 4x10, that will facilitate the handling 
and storage of such materials as overhead doors, coal 
chutes, millwork, in fact any products that do not ex- 
ceed nine feet in length. 


One small section of the warehouse is now occupied 
by a millwork shop. The shop equipment includes a 
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UNLOADING a box car by hand takes time and two men are re- 

quired to do the job. Notice that they are making a “unit” pile on 

top of a pallet. The fork lift truck will transport the unit to a shed 
in one easy operation. 


SMALLER fork lift truck operates in warehouse to streamline materials 

handling and reduce costs. Every possible product is palletized. 

Fork of the lift truck fits inside pallet so unit load can be raised, 
lowered or transported. 
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WHENEVER possible lumber is unitized at the mill and shipped on 

flat cars. This permits a tremendous saving in time and labor, as 

the fork lift truck can easily unload the car, one full unit at a time, 
and carry lumber to shed. 


WAREHOUSE loading dock is truck-bed heighth to facilitate materials 

handling. Fork lift truck makes simple work of loading and unload- 

ing by carrying palletized loads direct from warehouse to truck or 
vice versa. 
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DISPLAY islands were built in the company’s own shop. Plan books 
are available at eye level on one stand. 


combination planer-moulder which is kept quite busy 
by the agricultural trade. By doing custom planing 
for the farmer, says Mr. Richardson, the dealer natur- 
ally learns how the farmer plans to use his finished 
lumber. The result is pyramiding sales. 


The cinder-bedded yard will eventually be hard sur- 
faced to facilitate unitized storage and smoother oper- 
ation of the lifts. To make the fullest use of his 
mechanical equipment, Mr. Richardson plans a series 
of small open truss sheds, possibly 40x50, with sur- 
faced driveways between each shed. 


PUBLIC ADDRESS SYSTEM 


THE PUBLIC address system has four outlets in the 
warehouse, one outside the store to cover the yard and 
another in the open lumber shed. One particular ad- 
vantage of the warehouse tieup is the faster consumer 
service it makes possible. An announcement made in- 
side the store notifies the warehouse that a customer 
will be out looking for a certain item. In turn, the 
warehouse can report the number and quality pur- 
chased, whether it is a cash or charge sale, and the 
sales slip is ready when the customer returns. The 
communications system includes two telephones in the 
warehouse and one in the lumber yard. 


One isa 


The retail store has two striking displays. 





ROOFING and siding display makes it easy to match materials. 
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roofing and siding display in a manner that makes it 
easy to match both materials. Exteriors of cabinet 
doors below are faced with tile samples. Six medicine 
cabinets affixed to the wall at cabinet height, are cred- 
ited with boosting the sale of this specialty. A display 
of wooden mouldings will soon be added to the display 
of metal mouldings. 


The eight display islands of four decks each have 
Presdwood shelves capable of bearing heavy 
loads. These island, 2 feet 8 inches by 5 feet, also the 
roofing-siding display shelves and cabinets, were 
turned out in the company’s own shop. 


Retail sales are handled under the name of Richard- 
son Lumber Co. The wholesale operation, a separate 
corporation also headed by Mr. Richardson which 
serves 75 dealer customers, operates under the name of 
Falls Dealer Supply. 


RETAIL SALES BREAKDOWN 


THE COMPANY ’S retail sales are approximately as 
follows: lumber, 40 percent; roofing and siding, 20 per- 
cent; millwork, 15 percent; paint and allied items, 15 
percent; hardware, 5 percent; miscellaneous, 5 per- 
cent. 


Starting 12 years ago as a truck driver in the saw- 
mill and retail business established by his grandfather 
in 1858, Mr. Richardson almost immediately became 
interested in merchandising. Early last year he 
started development of the property now occupied by 
the Richardson Lumber Co. The new site is one-half 
mile from the original location and the site of the 
Richardson Brothers Corp., a furniture manufacturing 
plant. Joe Richardson serves as treasurer of this or- 
ganization and is active in logging, sawmill and lum- 
ber operations. 


The substantial growth in the firm’s dollar volume 
business has been accomplished with a personnel of 
eight men and women sparked by Joe Richardson, who 
is also treasurer of the Wisconsin Retail Lumbermen’s 
Association. 


Louis Kratzat has charge of retail sales. George 
LeMahieu, who recently returned from overseas serv- 
ice in the armed forces, serves as secretary of both 
companies and is active in sales and management. Miss 
Irene Wentz, who is familiar with most building ma- 
terials including lumber, sells effectively both on the 
floor and by phone. 


Joe’s farther, E. J. Richardson, who has been active 
in the lumber business for many years, serves as vice 
president of both concerns. His advice and counsel are 
invaluable. 


Richardson Lumber Co. problems are discussed in- 
formally each month at employer-employe meetings. 
Prices and policies are determined at these meetings 
at which debatable topics are often put to a vote. 


Each clerk for the Richardson Lumber Co., when 
making a sale, is taught to ask one question of the cus- 
tomer: 


“What do you plan to use it for?” 
The answers not only help build sales, but save the 


customer time, trouble and money. 
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Building Material Merchants Can Be 
Their Own Public Relations Men 


You can easily benefit from free newspaper publicity 
if you stick to news-worthy subjects. In this article 
a city editor explains the type material he will print. 


ANY BUILDING MATERIAL 

merchants—especially in the 
smaller communities—are  over- 
looking a golden chance to grab 
plenty of free advertising these 
days by not acting as their own 
public relations men, 

Large corporations spend thou- 
sands of dollars annually for high- 
powered public relations men to 
keep their names and the names of 
their products in the news columns 
of the nation’s newspapers. 

Lumber and building products 
dealers can do the same thing in 
their communities on a small scale 
—and it won’t cost a single cent. 

The best advertising a lumber 
dealer can hope for—advertising 
which publicizes the firm’s name 
and the industry as a whole—is 
given away free every day in the 
newspapers in the United States. 

Speaking as the city editor of 
a daily newspaper in Rapid City, 
S. D., a town of 25,000, I know 
you can cash in on some of this 
gratis advertising by putting out 
a little extra effort. 

The present housing 





situation 


By DAN VALENTINE 


offers a splendid opportunity to 
start a public relations program. 
People are vitally interested in 
housing. And, of course, the hous- 
ing picture depends largely on 
lumber and_ building materials. 
That’s where you come in. Keep 
a check on the building figures in 
your town. And give the informa- 
tion to your local newspapers. They 
will appreciate it, and the result 
will probably be something like this 
hypothetical item: 

Rapid City, S. D., July 30—Rapid 
City is building at a faster pace 
than at any time in its history, John 
Jones of the Jones Lumber com- 
pany, reported today. 

According to Jones, there are an 
estimated 500 new residential 
dwellings now under construction 
in the greater Rapid City area. “If 
the building program continues,” he 
pointed out, “we will have our acute 
housing shortage under control in 
a year or so.” 

Jones went on to explain....... 
- You see what I mean. The 
above is a good localized news story. 
That is, it’s a new story to me, but 
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building industry. 
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An editor is usually glad to get publicity if it will interest a large per- 
centage of his readers. He does not like publicity if it: (1) has no legiti- 
mate news angle, (2) is of interest only to you or (3) tries to take the 
place of paid advertising by “plugging” your products. 
and consider the reader in preparing publicity releases. That's the best 
way to win the editor's approval. You benefit because your name is 


used and you gradually build a reputation as a local authority in the 


Be objective 
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it means plenty of publicity to 
Jones. Jones, by taking a little 
time and working up the figures on 
Rapid City building, got credit for 
the piece. True, it wasn’t adver- 
tising in the true sense. Jones 
didn’t get to plug any of his own 
products but he did manage to con- 
vey the impression that he was the 
spokesman for the lumber and 
building material industry in his 
community. That means a lot. 

Another interesting idea that 
can be worked up into an interest- 
ing feature story is in the care of 
the house. 

Following is the start of a story 
that could originate from a local 
lumber dealer: 

Rapid City, July 30—Homeown- 
ers learned how to take care of 
their houses during the war years, 
according to John Jones of the 
Joves Lumber company. 

“For the first time in the history 
of this country families began 
to appreciate their houses during 
the war,” he said. “Instead of let- 
ting them deteriorate, they went 
out of their way to keep their 
homes up during the war. First, 
because they had to. Second, be- 
cause they found it was cheaper in 
the long run.” 

Jones added that the wartime 
habit is liable to stay. “Even after 
the lumber and building material 
shortage is over I imagine people 
will have a greater interest in their 
houses than they had before the 
war.” 

He went on to explain that there 
are a few important factors to 
watch out for in keeping your 
home in tiptop shape............ , 

Now there is a lead to a localized 
feature story that will be of in- 
terest to my readers. I would use 
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it. And Jones will come out with 
some publicity and goodwill that 
couldn’t be bought. The two or 
three times he would get his name 
in a story like the above will be 
of tremendous publicity value. 


Speaking as city editor of a daily 
newspaper, if a local lumber dealer 
would come to me and give me a 
story like the above, I’d see that 
it found a good spot on the local 
news page. It’s my job to gather 
local news—the more the better. 
And good local copy is hard to find 

I know. 


In the two example news releases 
\ . e 
you have established yourself as the 


spokesman for the lumber and 
building material trade in your 
community. That means. some- 
thing. 


It might even be possible for you 
to write a short weekly column 
about the care and upkeep of the 
home. When to paint, the care 
of certain types of lumber, what 
types of lumber or other materiais 
to use for what projects. These 
articles, while they could not hit 
on advertising at all, will carry 
your byline, and they’ll go a long 
way to establish your firm in the 
town. As city editor, I know that 
I would be definitely interested in 
such a series of articles. It would 
give my paper a free feature, and 
it would give my readers some- 
thing helpful and valuable. 

Statistics offer another open 
door to valuable newspaper pub- 
licity. In our local news room 
every day we receive stacks of gov- 
ernment statistics on the building 
trade. These are also sent out by 
lumber associations and _ other 
groups. However, most of them 
originate in Washington or New 
York, and we throw them in the 
waste basket because it is our pol- 
icy not to use anything that is not 
localized. 

We haven’t the time to localize 
these stories, but you can very 
easily. In fact, by the simple pro- 
cedure of your presenting the fig- 
ures, we have a local angle. 

The mere fact that you—a local! 
lumber dealer—submitted the fig- 
ures gives it the necessary local 
touch. Like this, for instance: 

Rapid City, July 30—John Jones, 
president of the Jones Lumber com- 
pany, reported today that more than 
600 veterans have taken advantage 
of their GI Bill of Rights to build 
houses in Pennington county. 

Here’s another example of local- 
izing statistics: 

Rapid City, S. D., July 30—More 
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than half of the houses now being 
built today cost more than $10,000, 
John Jones, local lumber dealer, 
said today. 


He explained that 10 years ago 
in 19387 the average price of a 
new home was just a little more 
than $5,000. 


Just plain guessing can be turned 
into valuable publicity. Like this: 

Rapid City, S. D., July 30—Local 
Lumber Dealer John Jones told the 
Kiwanis club here this afteroon 
that in his opinion Rapid City will 
double in size in the neat 10 years. 

“T believe,” he said, “that Rapid 
City is on the verge of the biggest 
building spree in the history of 
the community.” 

According to Jones, several in- 
dications point toward a more met- 
ropolitan Rapid City... ..... 0s 


There are three examples of 
legitimate news _ stories. While 
they are publicity to the lumber 
dealer, I regard them as good hon- 
est news stories that merit a place 
in the news columns of my paper. 
And practically every other editor 
will agree with me. 

There are other ways to attract 
attention in the newspapers. How 
about a collection of wood? You 
are in the lumber business, and a 
collection of every type of wood 
placed on display in your show- 
room would merit a news story. 

If you are a good speaker, pre- 
pare a short talk on the Romance 
of Lumber or What the World 
Would be Like Without Lumber. 
Talks on the human side of the 
lumber business will attract atten- 
tion. 

And how about the manual train- 
ing and science classes at the local 
high school? The manual training 
instructors would welcome a short 
talk on the varieties of lumber and 
their uses, and the science classes 
would profit to learn the scientific 
history of various building ma- 
terials. They would also be worth 
a large feature story in the news- 
papers. 

The main factor in a successful 
local public relations program is to 
keep abreast of your field, keep 
your releases local, and keep up the 
campaign week after week, year af- 
ter year. 

By following a concentrated pub- 
lic relations program in your com- 
munity, you will make your name 
and the name of your firm synony- 
mous with lumber and building ma- 
terials in your town. 


Try it—it will pay off! 
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SECTION of revolutionary new triplex bath- 
room which permits simultaneous use by two 
or three members of a family. Separate tub, 
toilet, shower compartments provide adequate 
privacy. Shown in foreground, dressing table 
unit for feminine use, complete with basin. 
Background, shaving corner with higher-than- 
usual basin, adjustable shaving mirror. Both 
basins feature foot pedal water controls. 


"Three-Corner Bath" 


One bathroom that equals thres 
has been developed by House & Gar- 
den. The magazine consulted the 
housing researchers - designers, 
Robert L. Davison Associates, to 
find what people want most from a 
bathroom. 

According to the magazine, peo- 
ple want: (1) a room capable of 
doubling as a dressing room; (2) a 
room arranged so two or more mem- 
bers of the family can use it simul- 
taneously in adequate privacy. 

The new triplex bathroom—-while 
using only 50 percent more space 
than the ordinary U. S. bathroom 
meets these requirements. 
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Dressing table 
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Toilet 


FLOOR PLAN. The bathroom measures 8 x 10 
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Pittsburgh Plate Glass Company 








a little extra glass 











2287-7 Grant Building, Pittsburgh 19, Pa. 


Gentlemen: 


@ There are two reasons why 
present-day home owners like 
glass in their homes: glass is both 
good-looking and useful. When 
your customers are building or 
remodeling, be sure to suggest 
some modern glass applications 
that are both decorative and prac- 
tical. A little extra glass means 
extra charm in your customer’s 
home ... and extra business for 
you. 

Every home, for example,should 
have at least one full length door 
mirror . . . every member of the 
family will use it. A mantel mirror 
will add glamor to the living room, 
reflecting all its color and move- 
ment and making it seem larger. 
Carrara Structural Glass is un- 
excelled for splash panels behind 
kitchen stoves or bathroom lava- 
tories, as a fireplace surround, or 
as a wall material for bathrooms 
and kitchens. It comes in ten at- 
tractive colors and an occasional 
wiping with a damp cloth will 
keep it spotlessly clean. Installa- 
tions like these are smart and 
serviceable and will please your 
customers. 

For other suggestions on the 
use of glass in homes, send for our 
free illustrated booklet. Use the 
coupon below. 


When your customer’s home offers a beau- 
tifilul view, suggest the installation of a 
picture window. It will add a feeling of 
spaciousness and luxury. 


Please send me, without obligation, your new book on the use of glass in the home. 


Name 


Address 


City eS ye Ne eT NT eT en State---- 


‘PIUTSBURGH' stands for Lualily Class and tial’ 


PITTS BURGH 
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Aouw to Deuelog 


The Market for Farm Sales 
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IN A SERIES OF MANAGEMENT 
ARTICLES FOR EXECUTIVE 
PERSONNEL OF RETAIL BUILD- 
ING PRODUCTS COMPANIES 








PPORTUNITIES for increas- 

ing sales volume in the farm 
market are limited only by the 
ability and desire of the creative, 
sales-minded building products 
merchant. 

Most dealers fail to appreciate 
the importance of their farm mar- 
ket—and under-estimate its sales 
possibilities. 

With the growing prosperity of 
the farmer, caused by the ever 
increasing demand for agricultural 
products for both domestic and 
foreign consumption, the farmer 
is in a more favorable position to 
spend money for improvements, 
new buildings, equipment and 
building materials than ever be- 
fore. This applies to the farm 
house itself and the functional 
buildings which surround it. 

To emphasize the scope of this 
tremendous market, a brief statis- 
tical review of the overall nation 
wide picture may help. 

DETERMINE FARM VOLUME 


WHILE each dealer’s sales ter- 
ritory will differ, by using the 
National averages as a “measuring 
stick,” he can determine for him- 
self what volume his farm market 
should conservatively yield and ad- 
just his current sales promotion 
toward that end. 

A brief review of some of the 
statistical figures released by the 
United States Department of Com- 
merce, the Agricultural Census, 
and the U. S. Farm Housing Sur- 
vey reveal that: 

Scope: Of the 3073 counties in 
the United States, 2615 or over 
85 per cent are classified as rural. 
The majority of people dwell either 
in towns of 2500 or less or on 
farms. These represent 44 per cent 
of our total population. 

Sales potential: In 20 states, at 
least 50 per cent of all lumber and 
building material sales are made 
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in the small city and rural area. 

There are over 45 milion farm 
buildings of which approximately 
8 million are farm dwellings; over 
70 per cent are in need of improve- 
ment or repair. 

Money to spend: Farmers’ gross 
exceeds 28 billion dollars. Farmers’ 
spendable income exceeds 18 billion 
dollars. Farmers’ income and spend- 
able margin differ from that of the 
city deweller in that there is a 
definite hidden part of his income 
which he derives from the farm 
itself. This includes housing, meat, 
poultry, eggs, milk, butter, fresh 
fruits, and sometimes fuel. He thus 
escapes many of the city dewller’s 
inevitable expenses. 

He is probably twice as valuable 
a customer as his proportion of the 
national income would indicate. 
Further, because he has to house 
livestock, machinery and produce, 
he buys many times as many build- 
ing products per capita as the city 
dweller. 

Because 
whether times 
the farmer 
purchasing 
worker. 

The farm market is a constant 
one—-and should be worked con- 
tinuously rather than spasmodical- 
ly. Appropriate seasonal pressure 
can be applied thru specially fea- 
tured appeals properly timed to 
create desire and supplemented by 
exhibits at the dealer’s establish- 
ment. 


of this situation, 
are good or bad, 
has more consistent 
ability than the city 


REPEAT BUYER 


It should be remembered that the 
farmer is a steady repeat buyer. 
Because a farmer will average a 
home and six other buildings his 
consumption of building products 
is estimated to be between four 
and five times as great as the city 
dweller. 

Market potential studies: While 
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there are several ready-made farm 
market studies available thru com- 
mercial sources, a safe conserva- 
tive approach is to use the latest 
United States Agricultural Cen- 
sus for your state. 

In many cases, the volumes are 
available at the Public Libraries. 
If not, write to the United States 
Department of Agriculture, Supt. 
of Documents, Washington, D. C., 
and enclose one dollar. This Census 
section, divided into counties and 
cities, gives agriculture, type of 
products, number of farms, acre- 
age, values of farm land and build- 
ings, farm. buildings, farmers’ 
dwellings, farm implements and 
machinery. 

In addition, from the same 
source, ask for and obtain a copy 
of “Housing,” Vol. I, Data for 
Small Areas, from the latest Cen- 
sus for your state. 

This contains, among many fea- 
tures, the following specific in- 
formation by counties, cities, and 
townships: total dwelling units, 
owner occupied, tenant occupied, 
vacant, for sale or rent; state and 
repairs of plumbing equipment; 
with of without private bath; elec- 
tric lighting, running water, out- 
side toilet or privy, etc.; color of 
occupants, number of persons per 
room. 


ESTIMATING SALES QUOTA 


SSTIMATING your farm sales 
quota: Having obtained this in- 
formation, a simple method of ar- 
riving at quotas is to use farm 
building’s valuation. 

Suppose County “A” has owner 
occupied farm buildings valued at 
$6,000,000; a conservative annual 
market for maintenance, equip- 
ment, and alterations is 344 per 
cent; new buildings, approximate- 
ly 3% per cent or a total of 7 per 
cent, which amounts to $420,000 
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for Many of today’s leading dealers 
Cen- have sold the Heatilator Fire- 
, place ever since they started 
‘a> e e 

on. in business . . . and never 

and a kickback! 

ied For the Heatilator Fireplace 

nee has stood the test of time all over America under all 

sant: conditions—in homes, in camps and basement 

elec- rooms. Builders, home owners, and architects— 
out- all respect the Heatilator name. They know its 

aye superior construction will Jast. They are - 

S pe *1: : : : : : ° The Heatilator is a 
familiar with its scientific design that circulates saat Tes acacia eee 
heat and will not smoke! the masonry is laid. Circulates 

Th ; : ‘ — heat — will not smoke. 
‘sili at’s why the Heatilator is America’s Write today for complete 

s in- leading fireplace unit! dealer information to 

rf ar HEATILATOR, INC. 

farm | That’s why the Heatilator is easier to sell! 4410 East Brighton Ave. 
i Syracuse 5, N. Y. 

owner i *Heatilator is the registered trade mark of Heatilator, Inc. 
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for the entire county and for 
all dealers within the county. 

If the dealer is now doing about 
20 per cent of the total reported 
business in the County, his ex- 
pectancy, at the same ratio, would 
be 20 per cent of $420,000 or $84,- 
000 with improvements amount- 
ing to approx. $42,000 and new 
buildings at $42,000. 

To these figures should be added 
the sales potentialities for the vari- 
ous specialties the dealer may han- 
dle. 

However, these figures may be 
regarded as ultra conservative ow- 
ing to the shortages of both ma- 
terials and labor which has pre- 
vailed since 1939. Obsolescence 
accelerates when required repairs 
are neglected. This would indicate 
that, instead of 7 per cent of pres- 
ent value, from 8 to 12 per cent 
can well be expected. 


METHODS OF DEVELOPING SALES 

1. List all present customers: 
prepare an alphabetical list of your 
present farmer customers. If pos- 
sible, divide this list into owner 
occupied and tenant occupied. 

2. List all non-customers: make 
up a list of farmers who are not 
now your customers from available 
tax records or thru the mail men, 
the county agents, insurance 
agents, home demonstration agents, 
barn equipment salesmen, rural 
Electric Salesmen, etc. 

3. Survey and lead card files: 
prepare a farm survey lead card 
(printed forms are available from 
several manufacturers); insert 
name, address, 


telephone number 


if any, kind and size of farm, etc., 

and separate by R.F.D. numbers 
and alphabetically. An _ over-the- 
years plan for needed buildings 
should be developed for each in- 
dividual farm in the dealers terri- 
tory. 

4. Literature for distribution: 
obtain from your wholesaler, dis- 
tributor or manufacturer an assort- 
ment of each available mailing 
piece, folder, pamphlet or farm idea 
book. Study these to determine 
which are best fitted for your pur- 
poses. 

5. Direct mail procedure: to ob- 
tain quick complete coverage on 
any R.F.D. route, many post offices 
upon request, will give the number 
of families on any certain R.F.D. 
route and distribute such pieces 
at each R.F.D. box without re- 
quiring either name or address 
provided stamps are affixed to each 
piece. 

Mailing pieces should include a 
self-addressed postpaid card. 

Determine other R.F.D. routes in 
the same manner and proceed sys- 
tematically until the territory is 
covered. 

The returned postcards, added to 
your present customer list, will 
provide the foundation for any 
later personalized mailing program. 

Another quite often neglected 
source is the “cash and carry” 
sales which often occur without 
any record of the customer’s name 
or occupation. All employes should 
be instructed to obtain names and 
addresses from such customers. 
These names should be added to 
the survey and lead card file. 




















Tom 
CIEN/DERSON 











“Two rather persistent gentlemen 
are at the door to see you, sir 
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PACKAGE SELLING 

6. Organize “package” sales: 
three types of “package” selling 
can be developed by any aggressive 
dealer in any rural community. 

Type I—MATERIALS ONLY 
“packages.” This consists of com- 
plete bills of materials for small 
buildings where the farmer will 
furnish his own labor. 

Such bills of materials are sup- 
plemented with working drawings 
and construction instructions, 
which will enable the farmer to 
build them as described. 

The “package” should include 
the concrete and masonry materials, 
lumber, millwork door, sash, paint, 
roofing, lining, nails, hardware and 
electric wiring. 

Type II—MATERIALS AND 
LABOR “packages.” Where the 
farmer meets with an emergency 
such as fire or storm or where he 
does not have skilled workmen or 
tools at his disposal, the dealer 
can, by obtaining labor estimates 
from his associate contractor cus- 
tomers, offer a complete erected 
job to his farmer customers. 

Type III—COMPLETE OR 
PARTIAL PRE-FABRICATED 
“packages”: Included in this group 
are hog houses, brooder houses, hay 
racks, hog troughs, outside toilets, 
milk house, range shelter, ete. 

Many of these can be constructed 
right in the yard by the dealer's 
assistants during the dull months 
and may be, depending on size, 
either completed ready for truck 
delivery or made in sections to be 
assembled on the premises. These 
can be stored in the yard for fu- 
ture sales. 

7. Equip for service selling: in- 
struct your employees to adopt a 
friendly service attitude and to as- 
sist the farmer customer in solving 
his building problems. 





FARMER’S HEADQUARTERS 

If space is available, provide a 
comfortable place which the farm- 
ers may regard as their head- 
quarters with comfortable’ chairs 
and current farm journals. Your 
list of current farm “specials” 
should be part of the lay-out; also, 
and quite important, rest rooms 
for their women folk. Display all 
current “give away” literature. 

Display windows—show items 
which will cause questions to be 
asked. 

Outside displays: if possible ar- 
range the yard so that the farmer 
may drive in at one entrance, park, 
and then drive out thru another, 
it is proven that the “eye buys.”’ 

One western dealer had_ two 
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Have a Sample Ceco-SioING Garage 
Built from these FREE Plans 


The garage shortage can mean real profit 


for you. Send for FREE Celotex Celo-Siding 
garage plans, either one or two car, and 
have a sample built right in your yard. 


Customers buy on sight! 


They’ll be satisfied customers, too, be- 
cause they will like the many Celo-Siding 
Features — structural strength, sheathing, 


exterior finish, and insulation. 


THE CELOTEX CORPORATION °« 


Biitpinc Propuctrs MERCHANDISER 


The plans are simple, easy to follow, 
and after the frame is up Celo-Siding 
speeds construction. So easy to apply, it’s 
a “wall in one operation”—no painting 


or finishing required. 


Write today for your FREE plans. 


r ™ 


CELo-s101NG 


ONE OF THE se eumeney BUILDING 
FAMOUS PRODUCTS 


ote wo eae ore 


CHICAGO 3, ILLINOIS 
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separated storage sheds, the backs 
of which he connected by building 
a roof between them. This space, 
approximately 30 ft. wide, was 
surfaced to form a drive-way lead- 
ing to the parking area. A nar- 
row display platform, approximate- 
ly four feet was built on both 
sides and clearly price marked 
items were displayed as specials 
on a “cash and carry” basis. 

Among the items were roll roof- 
ing in various weights and colors; 
shingles, asphalt, asbestos, and 
wood-corrugated roofing; metal and 
asbestos roofing coatings; rust re- 
sisting paints, house paints, barn 
paints, fence posts, wire fencing 
in several weights and heights, as- 
bestos board sheets, leaders, gut- 
ters, insulating board, blanket, batt, 
and pellet insulation, cement, plas- 
ter, caulking compounds, hand 
pumps, and electric pumps. 

Also lumber 2x4’s, 2x6’s, 2x8’s, 
etc.; boards, wood shingles, clap- 
board siding, ete.; garden tools, 
hose, etc. altogether each platform 
was approximately 100 ft. long and 
the farmers usually made it a point 
to drive thru and go back and make 
their selections and the clerk would 
arrange to have their purchases 
loaded in the car. 

This roofed over outside display 
provided many advantages. Bad 
weather did not deter the visitor 
from shipping and any perishable 
materials did not require moving. 

Where two buildings are not 
available, an adaption of this same 
idea may be made by providing a 
wide over-hang. 

For home improvement items and 
appliances, the well lit interior dis- 
play room affords an excellent op- 
portunity for display both for the 
farmer and particularly his women 
folk. 

8. Other related service equip- 
ment: farmer’s library — this 
should be located in the farmer’s 
headquarter section and contain in- 
formation on building, crops, poul- 
try raising, dairying and other 
subjects of interest. 

Also U. 8S. Dept. of Agriculture 
bulletins, bulletins from your own 
State Agricultural College, Book 
of local: “Before and After” photo- 
graphs, showing both farmer homes 
and farm buildings and the trans- 
formation which has taken place. 

Also scrap books filled with the 
latest ideas found in home, build- 
ing, and farm magazines divided 


into separate subjects such as 
kitchens, chimneys, fireplaces, 
stairways, book-cases, bathrooms, 


showers, entrances, etc. 
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PLANS 

9. Farm building plan service: the 
farmer demands plain design and 
functional efficiency. Both the U. S. 
Agricultural bulletins and State 
Agricultural Colleges have much 
of this valuable information avail- 
able either gratis or for a small fee. 

Fifteen state agricultural col- 
leges co-operated in developing 
book entitled “Midwest Farm Build- 
ing Plan Service,’ which contains 
over 100 time-tested plans. 

This book includes plans for 
homes, barns, poultry and hog 
houses, grain, seed, and corn cribs, 
root, fruit, and vegetable storage, 


machinery sheds, garages, work- 
shops, ice houses, smoke houses, 


milk houses, creameries, watering 
tanks, feeders, dipping vats, silos, 
etc. 

The 15 contributing state col- 
leges, which will supply the books 
at $1 each are Ark., Ill., Ind., Ia., 
Kan., Ky., Mich., Minn., Mo., Neb., 
No. D., O., Okla., So. D., Wis. 

North East Farm Building Plan 
Service: twelve agricultural state 
colleges combines to produce a plan 
book of 128 pages, which is obtain- 
able at 30c per copy either from 
the state colleges or the Superin- 
tendent of Documents, Government 
Printing Office, Washington, D. C. 
It is titled “U. S. Department of 
Agriculture, Miscellaneous Publi- 
cation No. 278.” 

Both of these well prepared pub- 
lications should be in the farmer’s 
headquarters library and a reason- 
able supply to be kept on hand to 
be sold at cost. 

10. Scale Models for display: 
typical scale models 1” per foot are 
obtainable or may be made locally 
by one of the many hobby crafts- 
men to correspond with the plans 
of your own state college or either 
of the two mentioned plan services. 
It need only be a limited lay-out in 
order to give the general idea; for 
example, it could consist of farm 
house with screened porch, dairy 
barn, hog house, garage, machinery 
shed and brooder house. 


SALESMEN 


11. Organizing and Training 
Rural Salesmen: while direct mail, 
“spot”? advertisments and telephone 
solicitation, coupled with displays, 
will result in a sizable sales vol- 
ume, the dealer’s business can be 
accelerated by a consumer sales- 
man. 

Any salesman selected should 
have certain qualifications to in- 
sure his success—and any one en- 
gaged for this work should have 
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an over-all knowledge of the prod- 
ucts handled by the dealer and 
their application, a keen under- 
standing of the farmer’s problems 
and a proven sales ability. 

Frequently, the men who handle 
over counter or yard sales will have 
these qualifications. 

Otherwise, a local farmer’s son, 
who has had training in an agr'- 
cultural college, could, if he has 
an engaging pleasant personality, 
become a good salesman; a requi- 
site is that he would serve an ap- 
prenticeship in the dealer’s estab- 
lishment and become thoroughly 
familiar with the brands, sizes, 
weights, grades, and prices of the 
dealer’s stocks. 

In this apprenticeship, he should 
unload cars, load trucks, help make 
deliveries, act as “over counter” 


salesman, help arrange displays, 
etc. 
Other personnel sources for 


salesmen are barn equipment sales- 
men, who know the territory. Many 
of these have helped to plan and 
design farm buildings for the prop- 
er use of their equipment and are 
familiar with construction and 
building materials and should be 
able to quickly adapt themselves to 
the job. 

Rural insurance agents: these 
men, who know the fire hazards and 
the value of sound, fire resisting 
construction on the farm if, of the 
proper educational background, 
should be able to acquire the re- 
quired knowledge of the dealer’s 
building products, describe, and sell 
them. 

12. A small truck for salesmen: 
in farm areas, the psychology of 
the salesman using truck instead 
of an automobile is sound. The 
farmer thinks that a delivery or 
demonstration is being made, not 
to sell him anything. Models, litera- 
ture, samples, and selling equip- 
ment need only take up part of the 
space; the rest of the enclosed 
truck body can be used for emer- 
gency deliveries of small orders. 

Dealers should keep abreast of 
consumer. demands and_require- 
ments by expanding lines whenever 
indicated. A healthy stunt is to 
walk over to the freight depot once 
in a while and see what the mail 
order houses are shipping to your 
customers! 

Conclusion: any or all of these 
tested methods will, if adopted, }ro- 
vide a profitable result for the 
dealer. Insofar as practical, they 
have been given in proper sequence 
because such an over-all plan can 
hardly be started all at once. 
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and THE CAB THAT “BREATHES’— 
der- a fresh air is drawn in from the out- 
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Dealer’s Wallpaper Display 
New Type Truss 


Combines Three 


Design Ideas 


The new Lank Teco truss, named 
after its developer Everett S. Lank, 
prominent timber engineer, com- 
bines three design ideas into one 
truss and the result shows remark- 
able improvements over previous 
practices. The three features of 
the design are: the use of the Teco 
connector system of construction; 
the lapping of the chord members 
at the splices in place of the usual 


butt splices; and the use of the WALLPAPER DiSPLAY at the Lawrence Lumber Co., Lawrence, Mass., is arranged for 
steel tension rod at points where the convenience of the customer. Some 200 of these movable panels, size 48x18, have 
aii 7 ‘ been set up in the company’s wallpaper department which occupies a separate room 
joints in timber would have been in the downtown retail store. Each panel includes a sample of the border as well as 
unwieldly: the paper. A card is attached to each panel stating the cost of the paper and whether 
: the paper is water resistant and light fast. Full rolls are stored in cabinets beneath 
the sample panels. Further selection is invited by the sample books on nearby tables. 








A complete study of this truss 





pm a nsn gerne oe method was conducted by the Tim- 
ber Engineering company before 
releasing details.to architects and 





engineers. Economic studies indi- 
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developed and deflection reduced 
by one-half. 


The order to verify these results, 
comparative full scale trusses of the 
Flat Pratt type and the Lank Teco 
type were conducted in the test rig 
at the Teco laboratory. [oth 
trusses performed _ satisfactorily. 
The Lank Teco truss, however, cat- | 
ried more load using only one-half | 
the material and with only one-half] 
as much deflection, thereby verify-} 
ing the theoretical conclusions. 





Lank Teco trusses are most eco- 
nomical in spans from 40 to 60 feet. 
Spacing is usually around 16 feet. 
These low-cost trusses are appli 
cable to all types of medium cleat 
span buildings, such as_ stores 
garages, service buildings, schools, 
small theatres and industrial build 
ings. 


October 11, 1947, AMERICAN LUMBERMAN ¢@Bvirp) 











e Tim- 
before 
‘ts and 
‘s indi- 


F about q 
é 


mpara- 
oretical 
at, de- 
/in ma- 
ould be 
reduced 


results, 
s of the 
nk Teco 
test rig 

Both 
actorily. 


yer, Cal 


one-half | 
one-half } 
> verify: | 


ions. 


10st eco-j 


60 feet. 


16 feet.§ 
e appli} 
im clear} 


stores, 











when it comes to a fair and 


equitable business relationship 
l\ 


N THE paint business Pittsburgh 

hasa record of steady, sure growth 
through a great many years. It is 
highly regarded for its continuous 
research, high-quality products, 
consistent sales and advertising 
policies, and its competent field 
organization trained to interpret 
and administer these policies. 


Equally important, is Pittsburgh’s 
long-time record of fair dealing 
with its dealer organization. Pitts- 
burgh has long known and worked 
on the principle that it can be 
successful only to the degree that 
its dealers make money. 


That’s why Pittsburgh has always 
extended fair and equitable coopera- 
tion to its dealers. They are given 
sales areas which provide ample 
opportunity for volume and profit. 


They are furnished selling and ad- 
vertising assistance which estab- 
lishes them as home-decorating 
headquarters in their communities. 


All of these factors make the Pitts- 
burgh franchise highly desirable. 
They contribute to a dealer’s feeling 
of security as well as to the success- 
ful operation of his business. 


If you like this way of doing busi- 
ness — joined to a compact line of 
quality paints for which a wide- 
spread demand is constantly being 
created — why not investigate the 
possibility of selling Pittsburgh 
Paints in your city or town. For 
complete details wire or write us 
today. We'll gladly send you a copy 
of “Don’t Take A Chance — Be 
Sure With Pittsburgh” which fully 
explains our franchise proposition. 











“ me PITTSBURGH PAINTS 
ial build ‘ 

a meee. G PITTSBURGH PLATE GLASS COMPANY, PITTSBURGH, PA. 

' ‘ PITTSBURGH STANDS FOR QUALITY PAINT AND GLASS 
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Schedule of Short Courses 


Two correspondence schools have arranged courses 
in retail lumber training approved by NRLDA. 


ATES FOR THE 30-day short 
courses in retail lumber train- 
ing that will be held in fall in col- 
leges and universities across the 
country have been announced by 
Martin N. Chamberlain, educa- 
tional director for the National Re- 
tail Lumber Dealers Association. 

Two correspondence courses ap- 
proved by NRLDA are now avail- 
able to those employes who are un- 
able to attend any of the short 
courses, yet would like to continue 
their education. 

Full information regarding 
these courses may be secured by 
writing the International Corre- 
spondence Schools, Scranton 9, 
Penna. and the Home Builders 
Training Institute, 7050 North 
Glenwood Ave., Chicago 26, MIIl. 


SPRING SCHEDULE LATER 


Most of the classes listed be- 
low are scheduled for this fall. A 
revised list will be issued later to 
include classes in the spring term. 
Also listed are the representatives 
for the school and co-operation re- 
tail associations who will be able 
to furnish prospective students ad- 
ditional information regarding the 
courses offered at their respective 
institutions. 

City College of New York, 430 
West 50th Street, New York 19, 
New York; day classes Oct. 27 to 
Dec. 4; evening classes Sept. 22 to 
Jan. 26 and Nov. 17 to Mar. 24; 
school _ representative, V. E. 
Musso; association representative, 
Fred W. Ritter, secretary, N. Y. 
Lumber Trade Assn., Inc., Grand 
Central Terminal, New York 17, 
New York. 

University of San _ Francisco 
2130 Fulton Street, San Francisco, 
Calif.; classes Oct. 6 to Oct. 31; 


school representative, William 
Blevins; association representa- 
tive, Jack Pomeroy, secretary, 


Lumber Merchants Association of 
Northern California, 214 Front 
St., San Francisco 3, Calif. 
Georgia Tech, Atlanta, Ga.; 
classes Oct. 27 to Nov. 21; school 
representative, Prof. Roger S. 
Howell, director, Extension Divi- 
sion, Georgia Tech, Atlanta, Ga.; 
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association representative, J. G. 
Rowell, secretary, Lumber & Sup- 
ply Dealers Council, Robert Ful- 
ton Hotel, Atlanta, Ga. 

University of Illinois, Urbana, 
Ill., with classes Oct. 22 to Nov. 
18 and Jan. 7 to Feb. 4 with 
classes held in Women’s Building, 
State Fair Ground, Springfield; 
school representative, H. W. Roun- 
tree, assistant director, division of 
university extension, 725 South 
Wright St., Champaign, IIl.; asso- 
ciation representative, J. D. Mc- 
Carthy, secretary, Illinois Lumber 
& Building Material Dealers Asso- 
ciation, 919 Ridgley Building, 
Springfield, Ill. 

University of Massachusetts, 
Amherst, Mass.; classes Feb. 16 to 
Mar. 13; school representative, 
Prof. J. H. Rich, French Hall, 
Massachusetts State College, Am- 
herst, Mass.; association represen- 
tative, Joseph G. Hall, North- 
eastern Retail Lumbermens Assn., 
82 St. Paul St., Rochester 4, N. Y. 


MICHIGAN STATE 


Michigan State College, East 
Lansing, Mich.; classes Oct. 27 to 
Nov. 22, school representative, 


Prof. J. W. Creighton, department 
of forestry; association representa- 


tive, Hunter Gaines, secretary, 
Michigan Retail Lumber Dealers 
Assn., 1009 Bank of Lansing 


Building, Lansing 16, Mich. 
North Carolina State College, 
Raleigh, N. C.; classes Oct. 6 to 
Oct. 31; school representative, Ed- 
ward W. Ruggles, director, College 


Extension Division; association 
representative, Maurice Garner, 
secretary, Carolina Lumber & 


Building Supply Assn., 114 Build- 
ers Building, Charlotte, N. C. 

New York State College of For- 
estry, Syracuse University, Syra- 
cuse, N. Y.; classes Nov. 17 to Dec. 
12; school representative, Prof. 
Gerald H. Smith, Bray Hall, New 
York State College of Forestry; 
association representative, Joseph 
G. Hall, Northeastern Retail Lum- 
bermens Assn., 82 St. Paul St., 
Rochester, N. Y. 

Ohio State University, Colum- 
bus, Ohio; classes Oct. 13 to Nov. 
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7, Nov. 10 to Dec. 7 and Feb. 2 
to Feb. 27; school representative, 
Dr. H. W. Nisonger, director of 
special adult education, Ohio State 
University; association represcn- 
tative, Findley Torrence, secretary, 
Ohio Association of Lumber Deal- 
ers, Green and Market Sis, 
Xenia, Ohio. 


PENNSYLVANIA 


State College, 
State College, Pa.; classes Nov, 
17 to Dec. 12 and Feb. 1 to 
Feb. 29; school representative, C. 
M. Graff, central extension build- 
ing, State College; association rep- 
resentative, Robert A. Jones, sec- 
retary, Middle Atlantic Lumber- 
men’s Assn., 1528 Walnut St. 
Philadelphia 2, Penna. 
Purdue University, 
fayette, Ind.; classes Oct. 27 to 
Nov. 21; school representative, 
Mr. Miller, office of Technical Ex- 
tension Division, Purdue Univer- 
sity; association representative, 
Russell W. Smith, Indiana Lumber 
& Builders Supply Assn., 620 K. of 
P. Building, Indianapolis, Ind. 
University of Southern Califor- 
nia, Los Angeles, Calif.; classes 
Oct. 6 to Oct. 31; school represen- 
tative, Dean R. L. McClung, Col- 
lege of Commerce; association 
representative, Orrie W. Hamil- 
ton, secretary, Southern California 
Retail Lumbermens Assn.,_ 111 
West 7th St., Los Angeles, Calif. 
Southern 


Pennsylvania 


West La- 





7; school representative, Clifford § 
Shumaker, director, Institute of § 
Building Material Distribution, 
Southern Methodist University; 
association representative, Gene F 
Ebersole, Lumbermen’s  Associa- ) 


tion of Texas, 2nd National Bank 
3uilding, Houston 2, Tex. 
University of Washington, Seat- 
tle, Wash.; classes Oct. 23 to Nov. 
21 and Jan. 22 to Feb. 20; school 
representative, Dr. O. H. Schrader, © 
professor of forest products, An- . 
derson Hall, University of Wash- 7 
ington; association representa- f 
tive, W. C. Bell, Western Retail 
Lumbermen’s’ Association, 917 
Lloyd Building, Seattle 1, Wash. J 
University of Wisconsin, Madi- 9 
son, Wis., with classes to be held } 
at DeKoven Foundation, Racine, | 
Wis., Oct. 27 to Nov. 22; school 
representative, Dean F. H. Elwell. 
School of Commerce, University of 
Wisconsin; association representa 
tive, Don S. Montgomery, secre 
tary, Wisconsin Retail Lumbel- 
men’s Association, 501 Milwaukee 
Gas Company Building, Milwaukee 
2, Wis. 


Methodist University, ) 
Dallas, Tex.; classes, Oct. 7 to Nov. 7 
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EXTRA BUSINESS 


\ 


» 


BARRETT LIQUID ELASTIGUM?® Roof Coating 





Barrett specialties 
increase unit of sale 
per customer 


Popular Barrett Protective Products—scarce during 
war years and always in demand—are now available in 
increasing supply. 

These money-saving Barrett Specialties are just the 
thing for scores of repair jobs every home-owner and 
farmer has been putting off. 


Stock ’em! Push ’em! You’ll soon find you’ve got a 


nice steady source of extra income—right from your 
regular customers. 


SARRETT SHINGLES AND SIDINGS . . . ROLL ROOFINGS . .. ROCK WOOL 
INSULATION .. . PROTECTIVE PAINTS . .. OTHER BUILDING PRODUCTS 


.UILDING Propucts MERCHANDISER 


rss save 


* ine 


BARRETT HYDRONON} Paint 











THE BARRETT DIVISION 


ALLIED CHEMICAL & DYE CORPORATION 


40 Rector Street, New York 6 ,N. Y. 


2800 So. Sacramento Avenue 
Chicago 23, Ill: 
36th St. & Gray's Ferry Rd. 
Philadelphia 46, Pa. 





* Reg. U.S. Pat. Off. 
¢ Trade-mark of Allied Chemical & Dye Corporation 
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Birmingham 
Alabama 
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N-6 X 21-0 
HOUSE PLAN NO. 762 
17,300 Cubic Feet 
780 Floor Feet 


104° October 


KITCHEN | 


Sox 


LIVING ROOM 


17-0 X 13-3 





HOUSE PLAN NO. 734 


16,600 Cubic Feet 
672 Floor Feet 





34_path BED ROOM 


9-6 X [1-0 





BED ROOM 


W-6 X H-O 








TERRACE 











Complete working blueprints and specifica- 
tions of any house design published in this 
magazine are now available at $5 per set 
Two sets of plans for the same house are $8. 
three sets $10, four sets $12 when orderec 
at the same time. All the blueprints are ir 
a convenient 12x18 inch size and meet al! 
FHA requirements. Please order plans by 
number, enclosing payment and address to 
American Lumberman & Building Products 
Merchandiser, 139 North Clark street, Chi- 
cago 2, Til. 
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PLASTIC 
REINFORCED 


\y 


R-V-LITE 


rtll- Purpose WINDOW MATERIALS 


Tripled 

0 , 
oie ee multiplies Profits! 
, ee ast-mo ° Bs i 
cotton, : ving items ; 
year 7 Plastic or Wire reinforced Reyne — 
# ily! Keep on ae 2 

t : 
Aexibility, ‘ypes: transparency,” Now iden. 


ase of in : tough 

s 

Mission and econoeny tion, ultra-violet — 
3 S- 


NATE £Os {) T «3 — 
Lai ni Payne WINDOW dhe 5 
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50 ft. and 
150 ft. rolls 
36 in. wide 


Manufactured exclusively by 


ARVEY CORPORATION 


3470 N. KIMBALL AVE. CHICAGO 18, ILLINOIS 


BuiLDING Propucts MERCHANDISER 








GRAND RAPIDS 47 // 
(0) ] 
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ee s 
7 ites Co 

—/“ “SASH BALANCE 

THE PRACTICAL SPIRAL 
SASH BALANCE 
Easy to operate ... the 
touch of a finger is enough to 
raise or lower the ordinary sash. 
Easy to install . . . just drive 
two fasteners and a screw, that's 
alll Easy to specify ... because 
a few standard sizes fit 95% of 
our jobs. And it's the one balance 
that's ideal for repairing or mod- 
ernizing and for narrow trim and 
corner windows. Easy to sell... 
supported by national advertising to 
134,445,000 home-minded magazine 
readers. Tests in the laboratory and in 
thousands of homes assure smooth lifetime 
operation in all climates. 


Get Complete Installation Data 
See how Grand Rapids Invizibles save 
a soo gee a —— o hen 
lation instructions. sl 
GRAND RAPIDS HARDWARE COMPANY 


564 11th Street, N. W. e GRAND RAPIDS 2, MICHIGAN 
Quality Leaders in Sash Hardware for 50 Years 





GRAND RAPIDS SASH PULLEYS 


4 No. 103 face plate, cone bearing type 

and Nos. 175, 109, 110 sawtooth drive 
type sash pulleys cover 95% of all sash 
pulley requirements. 















Illustrated here is the new Genie 
built-in can opener. It is perma- 
nently installed in wall or cup- 
board, and the chromium-plated 
case fits flush with the wall. The 


lid is sheared from the can directly 
under the bead and held until can 
is removed. It can be installed in 
tile, plaster, wood, or any other 
wall finishing. The traction wheel 
and the shearing wheel are made 
of chrome hardened tool steel. For 
more complete information and il- 
lustrated catalog sheets, write Rob- 
ert H. Clark company, Dept. AL& 
BPM, 9330 Santa Monica boule- 
vard, Beverly Hills, Calif. 


New Doorstop 


A new Maduco doorstop has 
been introduced to the industry. 
This doorstop, which is fastened 
firmly to the wall three ways to 
keep it from pulling loose, has a 
rubber tip inserted in the end that 
cannot break out or crush. The 
doorstop is light in weight, and 
said to be sturdy in construction. 
It comes in ivory, bronze or alu- 





minum finish. For further infor- 
mation write Macklanburg-Duncan 
company, Dept. AL&BPM, Okla- 
homa City, Okla. 


Flashlight-Screwdriver 

The new Graham flashlight- 
screwdriver has been designed to 
increase efficiency by focusing light 
directly on the screw head. One 
hand holds the screwdriver and 


focuses the light, freeing the other 
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Firthite Tipped Inserts 


PATENT INSERTED TOOTH GROOVER 


Write for Huther Bros. 


HUTHER BROS. SAW MFG. CO., Rochester, New York 





RTHITE TIPPED 


FIRTHITE TIPPED SAW 
Inserted Type, for Wood 


LONG-LIVED SAWS FOR LONG-RUN ECONOMY 


Firthite Tipped Saws made by Huther Bros. Saw Mfg. 
Co. are made to stand hard service and are, there- 
fore, long-lived Saws insuring long-run economy to the 
user. These saws are used for cutting hard Masonite, 


Teak, Fire-proof Lumber, Plywood, Linoleum, etc. 
Huther Bros. have long taken special pride in the’ 
quality of their manufacture, and the service and 
satisfaction all Huther Bros. saws give the customer. 


Catalog No. 60 
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FIRTHITE TIPPED SAW 
Solid Type, for Wood 
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{ALL THE 
ADVANTAGES OF 

































NOW AVAILABLE IN 
ENVELOPE TYPE 
INSULATION 


Add to the many reasons for using Cellulite* flameproof 
cotton insulation . .. it’s now available in two types: 
Type E — totally enclosed with a sturdy vapor barrier 
on one side and tough kraft paper on the other; Type 
ll — with vapor barrier only. 


Either way Cellulite* provides the most efficient barrier 
to heat and cold commercially available. Easy to install 
and lower in cost, Cellulite* is helping quality-conscious 
builders throughout the country put greater value for 
less money into their construction. 





QUICK FACTS 
FOR YOUR FINGERTIPS 


Best thermal conductivity rating 
— K Factor 0.24 


@ Costs less than less efficient types 

@ Flameproof — stands up to a blowtorch 

@ Verminproof, mildewproof, highly 
resistant to moisture 


@® Lasts the life of a house, will not 
settle or pack 





For ALL the facts, fill out and mail the coupon today. 


THE GILMAN BROTHERS COMPANY 
1897 - Fiftieth Anniversary - 1947 


FPWtAWVWAVWVweweeewweBeeeBeeeeBBBBBeBeBeeeBeBe By 


¢ THE GILMAN BROTHERS COMPANY 
¢ 53 Lawrence Street, Gilman, Connecticut 


: Send me your free literature on Cellulite* Cotton Insulation. 


s 
s Name 





s 
¢ Street and Number 
4 





BSaBeeEeBansne 


; City Zone State anennnenney 


s (Architect [] Builder [] Home Owner [J Prospective Home Owner 6 


ABWRBABBWVBBVeweeweeeeBeBeBVeeeeeseBaBeeBeBuneas wf 
*Trade mark registered 
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hand. The battery and bulb are 
encased in the red and maroon 


plastic handle. The blade is of tem- 
pered alloy steel. An interchange- 
able feature makes it possible to 
accommodate a variety of small tool 
attachments, such as screwdriver 
blades of various sizes, special 
driver blades and socket wrenches. 
Of interest to outdoorsmen is the 


sportsman shaver which takes al- 
most any blade and directs the 
beam of light on the beard. For 
more complete information write 
Graham Manufacturing company, 
Dept. AL&BPM, 4781 W. Fort 
street, Detroit, Mich. 


Storing Storm Windows 
Stor-A-Way is a new way to 
store and protect storm windows 
and screens. It keeps them off 
damp floors, is said to prevent 
warping and rotting; reduces glass 
breakage and does away with stack- 
ing. The windows or screens can 
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= . YEARS OF STABILITY .-- 
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+ SPECIAL ITEMS 
for Quick Sale 
Cars 4/4 x RW&L No. 2 Com. 


Gum 










Cars 4/4 x RW&L No. | & Btr. 
Sap & Tupelo Gum 


Cars 4/4 x RW&L No. 2 & 


Btr. Hickory 









Cars 1x3” & 4” RL No. 3 P.E. 


Oak Firg. 






Car 1x3” & 4” RL No. 3 P.E. 


Pine Firg. 







2x4 & Wider No. 2 & Btr.; 85% 


Heart Pine 






1x3” & 4” No. 3 Pine Flooring 
4/4 No. 2 & Btr. Magnolia, Elm, 


Sycamore, 
Oak 


* 


Hickory, 








Gum, 


For dependable values you can’t beat 
Scotch lumber—good quality, excel- 
lent manufacture, reliable grades. Try 
Scotch lumber on your next require- 


ments. 


SOUTHERN Pi PINE 
ae) | | 


Mixed Cars a Specialty 
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be hung in rotation as they are 
taken off, and can be hung in either 
vertical or horizontal position. 
Stor-A-Way can also be used to 
hold windows or screens while be- 
ing painted or cleaned. There are 
four brackets to a set and each set 
holds 21 windows or screens. Sets 
come complete with screws for 
mounting. For more complete in- 
formation write Barber Manufac- 
turing company, Dept. AL&BPM, 
5710 Nicollet avenue, Minneapolis 
9, Minn. 


Duracite Abrasive Cement 

A new abrasive cement espe- 
cially designed to eliminate slip- 
ping hazards on worn stairways 
and uneven floors has been devel- 
oped. It comes in powder form, 
and is made into mortar by adding 
plain water, then applied with a 
trowel. The cement is also said to 
form a solid bond with such bases 
as slate, marble, concrete, wood, 
etc. The surface is said to set up 


rapidly to support foot traffic six 7 
installation | 


or eight hours after 
and after a few days it will attain 
a granite-like hardness. 
a choice of six colors. For more 
complete information write Dura- 
cite Sales company, Dept. 


AL&BPM, 388 South street, New- | 


ark 5, N. J. 


Christmas Tree Turning Stand 
Just developed is the Kasson 
electric Christmas tree turner 
which makes the tree revolve three 
times a minute. 


said to be adjustable for 
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It has a built-in 7% 
two-way outlet for the tree lights. a 
It is designed for either home or ) 
display use in the store. It is § 
almost & 
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RAPID-WHEEL CONVEYOR 
PROVIDES EASY MOVEMENT 
OF LUMBER AND 
PACKAGED GOODS 





Can Be Set Up To Handle All 
Types Of Building Materials 
With Convenient Accessories 





Rapid-Wheel Conveyor provides a 
better, faster and easier way to han- 
dle lumber in all steps between car 
and consumer. Other building ma- 
terials in boxes, bales, cartons or 
other packages may be handled with 
equal speed and ease. 





Rapid-Wheel Conyeyor used for unloading 
box car. 





Rapid-Wheel Conveyor consists of 
sturdy arc-welded steel sections with 
ball bearing wheels spaced at con- 
venient close intervals for carrying 


Rapid-Wheel Conveyor carries building board 
to storage. 


the load. Several sizes of conveyors 
with different wheel spacings are 
available. Sections are quickly con- 
nected and disconnected with the 
exclusive self-locking Rapid Flexible 
Coupler which has no loose parts to 
get lost or broken. Because sections 
are light and_easy to handle, a con- 
veyor of any length can be set up 
quickly by one man. 

A full set of accessories including 
stands, curves, guard rails and other 


pieces for special applications may 
also be had. 


Advertisement 












POWER BELT CONVEYOR 
MAKES STACKING 
EASIER, FASTER 


The Stevedore, Jr. portable power 
belt conveyor saves valuable man- 
handling time in stacking, lifting, 
loading and unloading bags, boxes, 
bales, or cartons. Lifts 200 pound 
distributed load at 65’ per minute. 
Readily adjustable to any desired 
angle. Plugs in light circuit. Easily 
moved around by one man. 

For further information about 
how Rapid-Wheel Conveyors and 
Stevedore, Jr. can reduce handling 








ba 


Stevedore, Jr. stacks bundles of roofing. 
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costs, write The Rapids-Standard 
Company, Inc., Dept.-50, Peoples 
National Bank Building, Grand 
Rapids 2, Michigan. 











what they will do.” 














Doad What There 


INDIAN FIRE PUMP USERS 
SAV... 






“We are sure happy 
to be the owner of these 
INDIAN FIRE PUMPS. Our grass fire 
season is just about here and they will 
get a big work-out this Spring. We know 
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Chief John Brecka, Hopkins Fire Dept. 
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Properly formulated wet- 
ting agents may be effec- 
tively used in INDIAN 
FIRE PUMPS, including 
galvanized steel tanks 
now coated on the inside 
with asphaltic base paint. 
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D. B. SMITH & CO. 
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UTICA, 2, N. Y. 


























WHAT'S NEW? 





any size tree, and will carry a 
load up to 200 pounds. The cast 
aluminum holder is waterproof, so 
the tree may be watered. The 
steel base is 18 inches in diameter 
and the height 10 inches. It is 
finished in green and comes com- 
pletely assembled. For further in- 
formation write General Die and 
Stamping company, Dept. AL& 
BPM, 262 Mott street, New York 
12, N. Y. 


New Eight-Way Pallet 


Initial production of a new 
eight-way all-steel pallet in a single 
size, 40x48 inches, has been an- 
nounced. Side by side, using the 
40 inch dimension, the pallets fit 
on the bed of a truck or trailer; 
side by side using the 48 inch 
dimension they fit into a freight 
car. The new pallet is designed to 
permit the forks of a lift or pallet 
truck to be slipped between the top 
and bottom sections from eight 
different directions, four sides and 
four corners. They are constructed 
of high tensile steel, and are said 


not to hold odors, absorb fluids or 
retain contaminations. There is 
a 69 pound unit and a 96 pound 
unit. Top and bottom are held to- 
gether by nine posts, crimped and 
anchored in the design. For more 
complete information write Monroe 
Auto Equipment company, Dept. 
AL&BPM, Monroe, Mich. 


New House Paint Line 
Production of a new moderately 

priced line of house paints to be 

sold under the trade name of Pres- 
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ident is announced. The new paint 
is being introduced to meet today's 
widespread demand for good qual- 
ity products priced somewhat lower 
than those in effect for premium 
house paints. It is said these 
paints are easy to apply, have good 
spreading capacity, color reten- 
tion and long life. The paint is of- 
fered in white, ivory, cream, buff, 
gray, green and brown. For fur- 
ther information write Harrison 
Paint & Varnish company, Dept. 
AL&BPM, Canton, Ohio. 


New Screw Anchors 

A basic new development now 
makes available a universal all 
purpose screw anchor known as 
the Sandscott plastic expanding 
anchor. The design is said to sim- 
plify anchoring. The anchors may 
be used with wood screws or lag 
screws for fastening into any mate- 
rial. Overlapping internal and ex- 
ternal slits give “concertina” ex- 
pansion. The anchors are made 
slightly larger in diameter than 
the hole size to be drilled. The 
anchor compresses itself and the 
toughness of the plastic enables it 
to be driven into a tight hole. It 
is said to be unaffected by water, 
moisture, weather or acids. The 
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See 


White River has every modern facility for 
the production of quality Douglas Fir and 
West Coast Hemlock lumber. The illustra- 
tion above will serve to visualize to you the 


WHITE RIVER LUMBER CO. 


October 


II, 1947, 








completeness of the White River plant. And 
behind these modern facilities is a vast tree 
farm, growing timber for White River to 
harvest in the future. 
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would have kept you rolling! 


Remember that day when a spinning wheel on your truck 
or bus cost you plenty? The time when one wheel spun 
helplessly on a slippery surface and the other wheel stalled 


















because it had no power? Remember how you were stuck, 


, your schedule upset, that big towing bill, how even life and 


property may have been endangered? 


Well, Mister—here’s the answer to that spinning wheel! 
It's “NoSPIN”’! With a NoSPIN installed in your truck or 
bus axle, both rear wheels must rotate when power is applied. 
Let’s see how NoSPIN can save you trouble and money, 
give you greater safety and more reliability. 


First—It keeps your truck from getting stuck. Suppose 
your truck loses traction under one driving wheel. With- 
out NoSPIN, you are stalled because, while the wheel with 
no traction spins uselessly, the wheel that has traction—the 
wheel that could pull you out—stands still! With NoSPIN, 
when one wheel loses traction, the other s¢i/l rotates 
with full power and you don’t get stuck. Result—schedules 
maintained, towing bills eliminated, hours saved, rubber 
and gas go further. 


Second—NoSPIN equipped trucks and school busses are 
safer. Elimination of wheel spin means less skidding and 
slewing on slippery surfaces. When traction is poor you 
can speed up and slow down faster and more safely with 
NoSPIN. Result—fewer accidents, faster schedules, more 
reliability. 


What is NoSPIN? It’s a completely automatic device which 
replaces the conventional differential. Easily installed— 
available for most standard model truck axles. Ask your 
» truck dealer or write us for move information on how 
> NoSPIN can save you trouble and money. 


FTROIT ESAUTONOTIVE 


PRODUCTS CORPORATION 


(Formerly Thornton Tandem Co.) 
8701 Grinnell Ave. . Detroit 13, Michigan 


Sold by Truck Dealers Everywhere 








» buriLpinc Propucts MERCHANDISER 









































Their very name implies speed above 
average. And for Comet Radial Power 
Saws hi-speed operation is but a normal 
function. Comets are powered to cut fast; 
to cut smoothly and with precision. And 
today Comet Saws are known for their 
endurance as much as for their blazing 
cutting speed. To builders all this means 
more profit per job. Order Comets from 
your dealer or write direct. 


CONSOLIDATED MACHINERY & SUPPLY CO., LTD. 
2029-33 Santa Fe Avenue, Los Angeles 21, California 








ant cover for Kimsul insulation. in the method of securing the fibre. 

The package design is a new color The brush fibres are bent in half 

WHAT'S NEW? treatment system to identify the and a plug is inserted into a 
three thickness specifications of grooved section in the block. A 

; ; Kimsul. For further information cold setting which is said to be 

anchors are available in seven pop- about Kimsul products and this impervious to any known paint is 
ular sizes in various lengths to ac- latest addition to the line, write then poured in, creating a bond 
commodate all lengths in screw Kimberly-Clark corporation, Dept. which absolutely resists pulling 
sizes. For more information write AL&BPM, Neenah, Wis. out. The brushes are designed for 
Holub Industries Inc., Dept. AL& kalsomine, stucco, cold water paints, 


BPM, Sycamore, Il. P water dash, brush coating, paste, 

New Paint Brushes cement paints, etc. For more 
complete information write West- 
ern Manufacturers Sales company, 
Dept. AL&BPM, 2809 S. Hill 
street, Los Angeles 7, Calif. 





Novel Insulation Kit 

A corrugate carton, the size of a 
king-size cigarette carton, has been 
designed as a combination mailing 


Clothes Line Tightener 
Tite Reel can be easily attached 
to a post, wood partition or any 
other suitable location. After the 
line is strung, the end is tied 
through the barrel of Tite _ Line. 
Tite Reel operates like a wiridlass, 
or a vise by simply turning the 
lever until the line is taut. A spe- f 
cial lock holds the line. It can also Ff 
be used for tightening fence wire, > 
tennis nets, etc. It is made of cold- F 
rolled steel, cadmium plated to re- 
sist rust. For more complete in- [ 
For the first time, an all plas- , formation write Rapid Distribut- § 
container and point-of-sale display tic block is being used in the con- ing corporation, Dept. AL&BPM, § 
kit for Kimsul. The new Kimsul struction of paint brushes. A fea- 3869 S. Division avenue, Grand § 
product is the pryogard fire-resist- ture is the patented construction Rapids 8, Mich. 








NOW AVAILABLE !!|— 
TOUGH ASH ||MAHOGANY 1 : 


LUMBER and VENEERS Be 


read 


Y 


ROSEWOOD LOGS a}: 


CYPRESS... 


Southern Hardwoods... 


DIXIE | DIXIE 


LUMBER COMPANY INC. || LUMBER. COMPANY ING 
vice Ee aes 8201 Fig St. New Orleans, La 
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te AMERICAN WAY 


.-»SAVES TIME ~BOOSTS YOUR 


PROFITS! 





AMERICAN FLOOR MA HINES 








This is the home of 
American Service for 
Winston-Salem territory 
—R. G. Shouse, distrib- 
utor. 


Sales office with R. G. 
Shouse Jr., distributor, 
at des 


Partial view of repair 


Paint booth and 
block not shown. 


testing 
Near-by service 
by factory-trained 
experts helps 
stores with American 
Floor Sanders have machines 
ready for rental at all times. 

Your rental sandersbring in profits only when in good 
repair. Delays can mean the difference between profit 
and loss for months on any rental equipment. 

More profit hours for you with an American! Quick 
service and genuine parts are always near-by at your 
American distributors ...a big advantage for owners of 
American Floor Sanders! The American Floor Surfacing 

- Machine Company, 521 So. St. Clair 

St., Toledo 4, Ohio. 





Floor Sander Spinner Edger 


ILDING Propucts MERCHANDISER 



















DUPLEX 


SASH BALANCES 


Help Sell Houses 


Duplex sash balances not only cost less than old 
fashioned cords, weights and pulleys—and are 
easier to install—but in addition they have 
sales appeal... because they make a home a more 
attractive and convenient place in which to live. 


Duplex Sash Balances help sell houses because: 


g 
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DUPLEX SASH BALANCES | 
ALLOW ATTRACTIVE, PROVIDE FINGER-TIP 
MODERN STYLING 
| 

| 

| 

| 

| 

| 

! 

' 


.with narrow mullions 


SASH CONTROL 
Sash hung with Duplex bal- 
ances do not bind or lock. 
They glide effortlessly up and 
down without friction or 
chatter. Sensitive to the light- 
est touch, Duplex equipped 
sash are a convenience which 
instantly appeals to women 


| 

| 

| 

| 

| 

| 

| 

| 
DUPLEX SASH BALANCES 
| 

| 

| 
lib | 
(from 2” to 34") and narrow 
interior and exterior trim, | 
creating added sales appeal | 
at an actual saving in cost. 
1 


Is it any wonder that so many builders tell us, 
‘‘Duplex Sash Balances Help Sell Houses.” 


DUPLEX ADJUSTABLE 
FLAT SASH BALANCE 


Easily adjusted for 
exactly the right 
tension with a screw 
driver at time of 


DUPLEX PRE-SET 
FLAT SASH BALANCE 
Completely adjusted 
ar the factory for 
various weights of 

















installation sash 
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DUPLEX, INC., 630 No. La Peer Dr., Los Angeles 46, Calif. 


1 

| Please send 
information on 

| Duplex Flat 

| Sash Balances. 

| 

| 








(0 Adjustable - 
CF Pre-Set 
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Fork Lift Accessory 


A combination fork lift truck 


accessory, developed for use in 
brick plants, is said to eliminate 
the need for pallets in handling 
large unit loads of brick. The side 
shifter, hydraulically operated, 
moves the carriage face and the 
forks laterally in either direction, 
permitting the operator to pick up 





or deposit a unit load in an exact 
location without repositioning the 
truck itself. The unloader pushes 








TOL Le, 
EZ KEE lif 


We are now able to offer the following stock 


FLOORING 
which is thoroughly dry: 4 


MAHOGANY 
one 2 cars 6/4 No. 2 Com. & Btr. Appalachian 
WALNUT 272% “hed Ock 
paseo Spiga Y 2 cars 8/4 No. 2 Com. & Btr. Appalachian 
: Z Hickor N 
1 car 8/4 s.w. & Btr. Appalachian White Oak 
2 cars 4/4 No. 2 Com. & Btr. Beech 
2 cars 8/4 No. 2 Com. Poplar 


OLDIES SEELEY TELUILLA I, “ 
YL UY WUD ITLL 


LALLMA 
MAPLE CLL VLSI LALLA 











eee 
OLUME 

09,000 ANNUAL V 
on PLYWOOD ALONE 


r ields lum- 
. od Center” plan yie 
oo aaa big returns in heen 
ales. His advertising, store disp — 
por ‘gales methods also increase 
sales in other items. . : 
Sellers of lumber, paint an 


d 
as well as plywood, 
——— “plywood center 1S 


Leste at 2299 S. ALER 4 


Here’s How: He stocks a selection of all these plywoods: Birch @ Maple e 
Yellow Pine @ Poplar @ Gum e@ Mahogany @ Walnut @ Oak ... which 
Aetna has available. He features “Plywood Center” in his store where cus- 
tomers can select the right plywood for the job. Result: More satisfied cus- 
tomers and larger profits. 

GET THE FULL STORY ABOUT... 

“A Plywood Center For Your City.” Write today. 


PLYWOOD AND VENEER COMPANY 


1732 ELSTON AVENUE, CHICAGO 22, ILLINOIS 
Phone Armitage 7100 Teletype CG 305 
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the entire load forward off the 
forks, eliminating all manual ha»- 
dling of the load. Five or six 
forks, permanently aligned, enter 
underneath the load between rows 
of brick dunnage on which the 
load has been stacked. Alternate 
layers of bricks are placed at right 
angles to maintain solidity. Com- 
plete information may be obtained 
by writing Towmotor corporation, 
Dept. AL&BPM, 1226 E. 152nd 
street, Cleveland 10, Ohio. 


New Gas Range 


The latest addition to the Qual- 
ity gas range line has just been 
placed in full production. Known 
as the All-Gas_ kitchen heating 
range, it features a gas room 
heater with thermostat control, 
plus the Centra-Cook top, burners 
grouped in center of range-top pro- 
viding work-space on both sides. 




































































































































Designed to provide kitchen 
warmth in cold localities, this range 
is also ideal for cold mornings and 
evenings in spring and fall. The 
unit is protected by a positive auto- 
matic safety shut-off valve. For 
an illustrated folder and more com- 
plete information write Roberts & 
Mander corporation, Dept. AL& 
BPM Hatboro, Pa. 


Farm Building Book 


As part of its continuous pro- 
gram in behalf of lumber as a 
building material, West Coiust 
Woods promotion announces the 
publication of The Farm Book, A 
Guide to Better Farming w-th 
Better Buildings. The book will 


PS 
¥ 
e 
Fi 
4 


RS a ae 


BAS ocr cmmer 


saan 


contain approximately 100 paves FF 


and more than 100 
and sales will be handled through 
lumber dealers. It is an economic 
study of farm buildings in relat on 
to farm profits. With explanations 
based on actual experiences, ‘he 
book tells how to plan and loc::te 
farm structures so they will cre ite 
and preserve income. For a free 
sample copy, dealers should write 
West Coast Wood promotion, Dept. 
AL&BPM, 1410 S. W. Morrison 
street, Portland 5, Ore. 
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FROM OUR OWN FORESTS AND MILLS 


Carload Quantities 


PONDEROSA PINE, SUGAR PINE, 
DOUGLAS AND WHITE FIR 


YARD STOCK 


Our recently increased timber holdings and added manufacturing facilities 
assure you continued, dependable supplies of Smith-Quality lumber and 
special lumber products. Send us your inquiries for anything made of 
Western Lumber. We manufacture and specialize in 


Furniture Dimension Venetian Blind Slats, Rails and 
Glued-Up Stock Fascia | 
Carpenters’ and Special Mouldings Ladder Stock 

Industrial Shook Ready-to-Assemble Furniture Parts 


We can also supply yard stock in any West Coast Wood. 








=e 


Address all Correspondence to our Kansas City Offices. 


RALPH L. SMITH LUMBER CO. 


1635 Dierks Bldg. 


Kansas City 6, Mo. Victor 4143 


Member of Western Pine Assn., National Wooden Box Assn., National-American Wholesale Lumber Assn. 


Get Lumber to 


Hitch It To The ALLIS-CHALMER 


Yard, Shed, Kiln ; 


910 U. S. National Bank Bldg., Portland 4, Oregon. 











s IB 


Here is everything you want in an Industrial Wheel Tractor— 
SPEED— fast-travelling speeds cut hauling time... up to QUICK-HITCH DRAWBAR— tractor backing into 


10 m. p.h.... three forward, one reverse. 


POWER— 131% drawbar h. p.... ample for pulling heavy 
loads; pushing cars into dry kilns. 


ECONOMY—o mass production tractor... costs less to 


load trips automatic coupler. Handy rope trip un- 
hitches. Coupler adjustable to various heights. 


VARIABLE TREAD WIDTHS —choice of four... 


from 4019" to 521/9”...achieved by merely changing 
positions of rims on rear wheels, 


own, service, operate. Uses less than a gallon of 


fuel an hour. 


SHORT TURNING RADIUS—saves time maneuver- 


ing in close quarters... 7-foot turning radius. 


LLIS:‘CHALMERS 


TRACTOR DIVISION ¢ MILWAUKEE 1, U.S. A. 


',UILDING Propucts MERCHANDISER 


AUXILIARY EQUIPMENT — pusher plate, broom, 
snow plow available for mounting on steel frame 
... widens usefulness. Power take-off and belt 
pulley attachments also available. 







Let your experienced Allis-Chalmers dealer explain the 
time and money saving possibilities of the popular IB. 


PROMPT DELIVERY 
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Stone Design Siding 


Just announced is a new insu- 


lated siding design, insulated 
stone siding. At present this prod- 
uct is in gray blende only. The 
new siding is made in panels ap- 
proximately 43 inches by 14 inches, 
about °%. inches thick. The insu- 
lating board base is said to have 
insulating values equivalent to 
eight inches of building brick and 
1314 inches of concrete. The de- 


FIGURE FASTER 


MECHANICALLY 





WITH 
m# C)ricinat DHNER 


HANDY CALCULATOR 











* Figure invoices mechanically 
* Figure estimates mechanically 
* Figure board feet mechanically 
* Figure mark-up mechanically 
* Figure gross profit mechanically 
* Figure discounts mechanically 


Add, subtract, multiply, divide quickly, 
correctly mechanically — without effort. 


Lowest cost calculator on market. Simple, 
easy to operate. Portable. Saves money, 
time, effort. Eliminates errors. 


Immediate Delivery 
Order a machine on trial. Increase your 


staff efficiency. You'll want one on every 
desk, in every department. 


IVAN SORVALL 


210 Fifth Ave., New York 10, N. Y. 
Ask for Bulletin PP-103 








sign is achieved by a colored gran- 
ule surface on which is embossed 
the figures giving the panels a 
hewn-stone appearance. The new 
design is packed eight panels to 
a carton. Three cartons are re- 
quired per 100 square feet of side- 
wall. For more complete informa- 
tion write Bird & Son Inc., Dept. 
AL&BPM, East Walpole, Mass. 


Plastic Hand Sander 


The Pegmar home model hand 
sander, for touchup service, is 
made of colored plastic and is in- 
dividually packed with two cloth- 
backed garnet sanding bands and 
sponge rubber cushioning. Re- 
newal bands may be cut from 
standard sheet or roll abrasive 


LONG 
LASTING 


Sanding Bands 





stock using the worn diecut bands 
as patterns. For price list and 
illustrated information write Peg- 
mar Products company, Dept. AL& 
BPM, 1031 One Eleven Sutter 
building, San Francisco 4, Calif. 


Woodwelding in Building 


The Woodwelder is a high-fre- 
quency generator equipment that 
is used in gluing woods together. 
It consists of a small hand-gun that 
works off a one-kilowatt generator 
supplying high-frequency current. 
The electrodes of the hand-gun set 
up intense frictional heat in the 
glue that instantly bonds wood to 
itself or many other objects. The 
operation has been found valuable 
in installing woodpaneling on 
walls. It can be used for remod- 


eling the walls of old structures or 


on new construction. It will bond 





the paneling to existing plaster as 
well as to wall studding or othe: 
wood bases. For more complete 
information write Woodweldiny 
Inc., Dept. AL&BPM, 3000 W. 
Olive avenue, Burbank, Calif. 


Household Extinguisher 


Combining graceful lines with 
small size and simple operation, 
the new extinguisher is designed 
for use in the home. It can be 
used for inflammable liquid, grease 
and electrical fires. The dry fog 
of pure carbon dioxide is said to 
be non-poisonous, non-asphyxiat- 
ing, non-conductive and non-toxic. 
Walls, furniture and food are said 
not to be affected. The carbon 
dioxide is released at the turn of 
the handwheel. Finished with 
white baked enamel it will match 
kitchen appliances. For more com- 
plete details write Power-Pak 
Products Inc., Dept., AL&BPM, 


Buffalo 2, N. Y. 











SELLING THE PRODUCTS OF 


*THE McCLOUD RIVER LUMBER 
COMPANY 
McCloud, Calif. 
*THE SHEVLIN-HIXON COMPANY 
Bend, Oregon 





tion, Portland, Oregon. 


*“Member of the Western Pine Associa 








SF sua Fe Woodoeh 





1604 Graybar Bldg. - 
Mohawk 4-9117 


DISTRIBUTORS OF 


SHEVLIN PINE 


Reg. U. S. Pat. Off. 
EXECUTIVE OFFICE 
900 First National Soo Line Building 


MINNEAPOLIS, MINNESOTA 
DISTRICT SALES OFFICES: 
NEW YORK 











SPECIES 


PONDEROSA PINE 
(PINUS PONDEROSA) 


SUGAR (Genuine White) PINE 
(PINUS LAMBERTIANA) 








CHICAGO 
1863 LaSalle-Wacker Bldg. 
Telephone Central 9182 


SAN FRANCISCO 
1030 Monadnock Bldg. 
Exbrook 7041 
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HERE ARE CLOSE-UPS 
OF OUR “STARS” 


POPULAR GARAGE AND BARN DOOR HARDWARE 





“GLIDE” 
HANGER 


Applied to inside of door 
e.. out of the weather... 
takes any thickness of door. 
You can’t derail “Glide” 
Hangers. Have great 
strength because door is 
carried directly under cen- 
ter of Track. Smooth oper- 
ating because of large 
wheels, roller bearing- 
equipped. For doors weigh- 
ing up to 750 lbs. 





““GLIDE”’ 


TRACK ts 


Track and cover in one 
piece . the original 
“water-shed” type. A pat- 
ented telescope joint gives 
smooth continuous tread. 
Lag screws at 1 ft. intervals, 
hold Track securely to the 
building, without brackets. 
Top of door protected. For 
use with “Glide” No. 1 and 


No. 2 Hangers. 
ee ga 
Wo. 61 | TROLLEY 
HANGER 


For doors weighing up to 
350 pounds and from 134” 
to 22” thick, Trolley Door 
Hanger No. 61 is tops. Set 
No. 62 includes pair of No. 
61 Trolley Hangers, three 
track brackets, two end caps, 
and necessary bolts. Hanger 
has vertical and _ lateral 
adjustments, flexible joint 
allowing door to swing out. 






















TROLLEY 


TRACK No 


Trolley Track No. 110 is 
used with Hangers No. 61 
and No. 62 Frantz Trol- 
ley Hangers. Any similar 
hanger may also be used 
with this track. For all 
average-weight barn and 
garage doors (doors weigh- 
ing up to 350 Ibs.). Made of 
16-guage steel, it comes in 
lengths of 6, 8, and 10 feet. 







ya 











ol 


Write today for details on the complete Frantz Line. 


FRANTZ 


GUARANTEED BUILDERS HARDWARE 





FRANTZ MANUFACTURING CO., STERLING, ILLINOIS 


BuILDING Propucts MERCHANDISER 





































AMERICA’S (% 


for sash & door makers! 


% 


PERMA 


GLALE 
GLAZING 
COMPOUND 


... provides top quality with all-around economy. Ease of 
application and quick setting speeds production. Never a 
need for reglazing because of its tenacious adhesion under 
all normal conditions. Once sash is glazed with Perma Glaze 
it’s ready for immediate shipment. Perma Glaze is designed 
to meet your requirements and exceeds highest specifica- 
tions on any job... proved by thousands of installations! 


PERMA GLAZE 
GLAZING COMPOUND 


Q. D. 
PRIMBLESS 


PUTTY 


The original, unmatched primeless putty made only of 
highest quality ingredients to provide glaziers the utmost 
in service at lowest cost. No priming of sash is necessary, 
saving production time. Uniform quality, minimum shrinkage 
and fast setting combine to make this putty the favorite of 
glaziers the country over! 


MASTER GLAZIERS 


QD. PRIMELESS 
PUTTY 





For more Information or Special Requirements write Today! 


me BIDDLE .. 


AMERICA’S LARGEST EXCLUSIVE Putly Makers 


612 S. MAIN ST., ST. LOUIS 2, MISSOURI 













New Note in Merchandising 
OR EACH CARLOAD of lum- 

ber we ship you in this ‘Spe- 
cial Lumber Sale’ we will send you 
FREE a 25-pound box of fish,” 
says the unusual announcement of 
a lumber manufacturer in north- 
ern Wisconsin. In these days of 
mounting meat prices the offer may 
have its appeal. 

Price quoted on Northern Hem- 
lock — R.L.&W. No. 3&Btr. Green, 
S48, 968 f.o.b. mill, and the free 
fish offer was limited to but one 
month. 


The number of houses under con- 
struction in many areas is adding 
up faster than pessimistic housing 
critics are willing to admit. 


* & 

Department Store Scene 

ARSHALL FIELD is advertis- 

ing in national magazines... 
Filene’s of Boston is advertising 
in New York papers... Saks-Fifth 
Avenue, New York, is conducting 
traveling tours to show shoes. . 
G. Fox & Company will open an 
implement store in rural Connecti- 
cut. And so it goes. 

This appears to be the time of 
spectacular breakdowns in estab- 
lished distribution channels—due 
perhaps to the increasing domi- 
nance of mail order houses and the 
big chains in the retail field who 
are out after that big segment of 
the market where dollars have to 
go farthest. 

What a scramble it’s all going 
to be! 


* * * 


Lumber production is hitting 
around the 35-billion-feet mark for 
1947, but still there isn’t enough 
to make a dent in the prodigious 
demand. The average for 1930 to 
1940 was approximately 20 billion 
feet per year. 
* * * 
Housing Relief? 

WO YEARS from now—sooner 

in some areas—the housing 
shortage will be a thing of the 
past,” said George W. Warnecke, 
New York building financier re- 
cently. He supported his prediction 
with the statement that the morale 
of the building industry had un- 
dergone great changes. Delays, 
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due to uncertainty of costs and 
other restrictive practices, have 
given way to intense activities. 
Dirt is flying. Saws are singing, 
and the sound of hammers fills the 
air. 

It may sound a bit too optimistic, 
but we have observed a substan- 
tial change for the better in sev- 
eral areas during the past few 
weeks. 

se @ 

More and more goods simply mean 

the return of price competition. 


* *% 


More Confidence 

HE CHANGING scene in the 

house building industry is 
attributed to (a) lifting of govern- 
ment restrictions, (b) a certain de- 
gree of price stabilization, high 
though prices may be, (c) a more 
settled labor situation, (d) im- 
provement in the supply of most 
materials (even though there still 
isn’t enough to go around). 


x x 


Too Much Emphasis on Total Price? 

YOUNG COUPLE with $900 

in cash bought a house re- 
cently. Monthly installments re- 
quired to pay off the loan, $48.18. 
They had been paying $55 monthly 
rent in unsatisfactory quarters. 
Why don’t we hear more about 
the smallness of today’s down pay- 
ments and less about the highness 
of the total price? After all, the 
down payment actually is what the 
house costs. The balance is paid 
with rent checks. 

* * % 


Suggestion to congressmen inves- 
tigating housing: “Take a look at 
(or smell of) building codes. Odori- 
ferous is a polite word for them. 


* * * 

Vets Getting Fed Up 
ROM THE REPORT of a vet- 
erans’ housing meeting: “If 
politicians, city officials and union 
leaders don’t quit giving us the 
run-around on housing, we are go- 
ing to be forced to adopt other 
measures ... some of which may 
not be to the liking of those who 

are standing in our way.” 
Sounds as though the spotlight 
may be working around in the di- 


October 


rection of code-sters and feather- 
bedders. 


* * 


The most helpful thing that could 
happen to housing: A UNIFORM 
BASIC BUILDING CODE. Until it 
comes, most existing codes will 
continue to be a bottleneck since 
they fail to take improved methods 
into consideration. More power to 
the Building Officials Conference 
of America, Inc.! 


* * 


As the Newspapers See It 

OLUTION of the housing prob- 

lem as given in a leading edi- 
torial in St. Louis Globe-Democerat: 
“In our opinion the only thing that 
can solve this area’s housing crisis 
is organization of a unified housing 
industry along the lines of so- 
called big business. One that can 
command millions of dollars capi- 
tal; one that can finance new 
houses not by the dozen, but by 
the hundreds; one that can make 
use of economical on-site assembly 
methods; one that can guarantee 
long-term employment in return 
for unions’ waiver of building trade 
restrictions; one that can buy in 
such quantities as to obtain mate- 
rials in spite of scarcities; one 
that can drive wholesale bargains 
for supplies and by-pass the sav- 
agely-expensive subcontracting sys- 
tem; one that can assemble sub- 
division acreage on a grand scale; 
one that can hire the best archi- 
tectural talent to design houses 
susceptible to mass construction 
but without monotonous | simi- 
larity.” 

% % % 


Yen For The New 


you CAN NOW belong to a 

gadget -of-the-month club 
along with 5,000 others and receive 
12 new labor saving devices dur- 
ing the year at a cost of not more 
than $5. The sponsors search the 
market for something new and test 
it out in order to prove its worth. 
If it passes inspection an order is 
placed for 100,000. Selling the ad- 
ditional 95,000 is easy after 5,000 
are placed in use. Sort of a blind 
bogey deal for the members but 
they love it! 
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Site cins Sea F-2a on 


P. O. Box 2140 LITTLE ROCK 




















Burtp1nc Propucts MERCHANDISER 


STOP End Checking!!! 


No. 464-A Lumber sealing compound is a 
specially developed “end coating” that 
produces amazing results. 


Not a “lead and oil” paint but a new 
product designed to do a particular job. 


Can be applied with spray gun designed 
for heavy bodied materials or by brush. 
Color is black. 


Any mill, lumber dealer or manufacturer 
who stores lumber can effect very substan- 
tial savings. 

Reports have been received that use of the 
compound has resulted in savings amount- 
ing to thousands of dollars worth of lumber 
previously lost due to “end checking.” 


Wire or write today for 
full particulars. 


The Akron Paint and Varnish Company 


AKRON 1, OHIO 
EST. 1878 
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AUTOMATIC 


TACKER 


One hand operated. Hold mater- 
ial with one hand, tack it with the 
other. 

Ideal for tacking insulation, build- 
ing paper, screen wire etc. 

Send for circular. 


ST AR paper FASTENER CO. 


DEPT. A NORWALK, CONN. 











EASY TO 
INSTALL 














LOUVERS 
FOR ATTIC VENTILATION 


Acid-Resisting Corrosion-Proof 
No streaks on wall 
Face Frame is Masonite Presdwood 
No seams ¢ No Spotwelds * No rivets * No screws 


SPECIAL LOUVERS FOR NEW CONSTRUCTION 
Easy to install . . . No exposed nails 

STANDARD LOUVERS LUMITE PLASTIC SCREEN 
Installed from inside No strain, no rust, no corro- 
Made in 11 sizes. sion—Outlasts metal. 

All Louver Boards free from frame to allow for Expansion, 
ALL ALLOW UNOBSTRUCTED, MAXIMUM VENTILATION. 
ALL LAST FOR THE LIFE OF STANDARD BUILDINGS 
ALL MAKE GOOD PROFIT — SATISFIED CUSTOMERS 


A. D. HEMPHILL CO. 


114 Franklin Street Lake City, Minnesota 







































D. M. McCLintock LUMBER Co. 
Terminal Sales Building, PORTLAND 5, ORE. 


Douglas Fir, Red Cedar, Sitka Spruce 
and Hemlock Lumber -- Shingles 


Mill Agents for 
Engle & Worth Lumber Co., McMinnville, Oregon 
Timber, Inc., Harrisburg, Oregon 


Luckiamute Lumber Co., Pedee, Oregon 


Gives Siding Jobs Improved 
Protection and Appearance 











On every Asbestos Siding job, 
where appearance is essential, you 
can save valuable time, simplify 
fitting at corners and along win- 
dow and door frames, give added 
protection, by using individual 
zine corner strips . . . Made of 
oxidized zine . . . will not stain. 
Lengths suitable for any Asbestos 
Siding Shingle. For complete de- 
tails write 


BUGHER MANUFACTURING CO. 














211 South Main Street, Kokomo, Ind. 








s 


SPOT SASH CORD 
WITH WEIGHTS. AND PULLEY 


— the one method of hanging windows that has 
been proved by generations of actual use to-pro- 
vide perfect and permanent balance. i 





The Colored Spots are our Trade Mark, Reg. US. Pat. Off. 


SAMSON CORDAGE WORKS, BOSTON 10, MASS. 











American pvounie swive: Load Binder 
THE ORIGINAL ALL STEEL 


For binding ‘ (Goodyear Pattern) 


LUMBER, LOGS. 
Holds load firm- 
ly. Strongest... 
forged steel 
throughout . . . 
easiest to use 
+ » « Most prace 
tical and effec. 
tive. Three 
sizes. Write for 
circular and full 
information. 


“American” line of Logging Tools and Appliances is the best on 
the market. 







OBEN 


Write for Catalog 


AMERICAN LOGGING TOOL CO. 
Evart, Mich. 











H. B. Jordan, Gen. Mor. C. M. Jordan, Treasurer 
J. B. Deutsch, Detroit Mgr. 


® ® ® 


Clarke County Lumber Mills 


Wholesale Forest Products 


Manufacturers Boxes, Shooks, Pallets, 
Crating and Fabricated Items. 


Phone: TEmple 1-2924 
834 Maccabees Bldg. 
DETROIT 2, MICH. 


Phone: L. D. 167 
Anderson Building 
THOMASVILLE, ALA. 








MINER’S EDGER WITH SKF 
BALL BEARINGS 


Lightest running. SPECIAL FEATURES: Vani- 
able feed for light power, guide rail and spurs 
make STRAIGHT lumber, well-balanced 
mandrel, now creosoted frame. IT CLEARS 
ITS COST IN 30 TO 60 DAYS. 


MINER EDGER WORKS 
Meridian, Mississippi 
Phones 1292 and 3111 





Established 1850 


Cross, Austin & Ireland 
Lumber Company 


1246 Grand St. Brooklyn 6, N. Y. 
Telephone <vergreen 8-9000 


Lumber - Timber - Millwork 




























































AROMATIC RED CEDAR LUMBER 
AROMATIC RED CEDAR POSTS, 
TAPERS and SQUARES 



















Southern Hardwoods 
508 N. Grand Bivd., St. Louis 3, Mo. FS 
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Western Pine Shipments 
Under Those in 1946 

Lumber shipments from the Western Pine region 
for the third quarter are expected to total approxi- 
mately 1,736,000,000 feet, according to a third quarter 
report by S. V. Fullaway, Jr., secretary-manager, 
Western Pine Association. This figure represents a 
5.1 percent decline from the same 1946 period. 

Regional production of 1,963,000,000 feet during the 
third quarter is 3.7 percent under that of the same 
1946 quarter. For the first nine months of 1947, a 
total regional output of 4,890,000,000 feet is indicated. 
This is a gain of 7.3 percent over the comparable 
period in 1946. 

Lumber stocks, as of Sept. 30, are up 227 million 
from June 30 and 221 million above those on Sept. 
30, 1946. 


Current Statistics on 
Output and Distribution 


Lumber shipments of 412 mills reporting to the 
National Lumber Trade Barometer were 13 percent 
below production for the week ending Sept. 20, 1947. 
In the same week new orders of these mills were 9.8 
percent below production. Unfilled order files of the 
reporting mills amounted to 74 percent of stocks. For 
reporting softwood mills, unfilled orders are equiva- 
lent to 30 days’ production at the current rate and 
gross stocks are equivalent to 30 days’ production at 
he current rate and gross stocks are equivalent to 47 
days’ production. 

For the year-to-date, shipments of reporting iden- 
tical mills were 1.6 percent above production; orders 
were 3.8 percent above production. 

Compared to the average corresponding week of 
1935-1939, production of reporting mills was 15.5 per- 
cent above; shipments were 3.6 percent above; orders 
were 2.4 percent above. Compared to the correspond- 
ing week in 1946, production of reporting mills was 
2.6 percent above; shipments were 0.2 percent below 
and new orders were 1.3 percent below. 


Southern Pine 


Production of Southern Pine by the 109 mills 
reporting to the Southern Pine Association for the 
Week ending Sept. 27, 1947, totaled 17,963,000 feet. 
lhis was 7.70 percent above the three-year average for 
the same mills. Shipments for the week ending Sept. 
27 totaled 18,581,000 feet. This was 3.44 percent above 
production for the week. Orders placed during the 
week totaled 19,629,000 feet or 9.27 percent above pro- 
duction. 


Western Pine 


The cut by the 103 mills reporting to the Western 
‘ine Association for the week ending Sept. 20, 1947 
totaled 70,551,000 feet. The same week a year ago, 
the cut was 69,615,000 feet. Shipments during the 
week totaled 58,724,000 feet; orders totaled 62,561,000. 
Shipments were 16.8 percent below production and 


BuitpInc Propucrs MERCHANDISER 








V. E. “Johnny” Johnson H. G. “Harry” Dowson 


Rogue Lumber Sales Co. 


P. O. Box 707, Medford, Ore. 
Central Point, Ore. 1091 

@ 
Specializing in the distribution of 


All West Coast Woods 


In addition to doing a general wholesale business, 
our company operates a concentration yard at Cen- 
tral Point, Ore., to which we bring in only the best 
rough stock from small and medium-sized mills. 
Here we have storage facilities for over 5,000,000 
feet—and in line with consumer demand for dry 
lumber, we’re utilizing our air-drying facilities as 
fully as possible in order to service our customers. 
We invite your inquiries. 


Phone: 


Exclusive sales agents for 
L & H Lumber Co. 
Specializing in 2x4-8" Studs 
and 


Jackson Creek Lumber Co. 
Standard Yard Items 


Reputable Sales Representatives throughout the Nation. 















SURFACING 


OF IMPERFECTIONS 












with DURATITE.. 








For fine finishing on wood, metal, 
»| Plastic or any conimonly used ma- 
_ terial, Duratite Wood Dough (for 
large cavities), Duratite Surfacing 
Putty (for smaller cavities). In 
seven wood colors everyone wants, 
in tubes and cans in a variety of 
sizes. Ask your jobber or write 


WEBB PRODUCTS COMPANY 


242 S. G St., San Bernardino, Cal. 
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Here’s a real profit opportunity for lumber and building 
materials dealers. Stewart Products are used extensively for 
the beautification and protection of all types of property. 
They comprise: Chain Link Wire and Iron Picket Fence; 
Plain and Ornamental Iron Railings; Iron and Wire Window 
Guards; Steel Folding and Sliding Gates; Ornamental Iron 
Lanterns; Steel Settees; Flag Poles, and many others in iron 
and wire. Cash in on this profitable business. Write for 
details. No investment necessary, and you are not required 
to carry any stock. 


THE STEWART IRON WORKS CO., INC. 
1451 Stewart Block, Cincinnati 1, Ohio 
Experts in Metal Fabrications Since 1886 


















L. H. L. 


Lumber Corp., Carlton, Ore. 


Manufacturers 


Douglas Fir 













A Sustained Yield Operation 


E. J. Linke, Pres. Guy Haynes, V. P. 
Graham Griswold, Secy. & Treas. 













Opiswotd 


Douglas Fir. Lumber 
Pine, Cedar Wholesale 
Hemlock 


Your orders and inquiries solicited. 


THE GRISWOLO LUMBER CO. 








FAILING BLOG. PORTLAND. ORE. 











LUMBER MARKET 





orders were 11.3 percent below production. Unfilled 
orders on hand at the end of the week totaled 172,- 
582,000 feet compared with 198,131,000 feet a year 
ago. Gross stocks stood at 713,879,000 feet compared 
with 673,659,000 for the corresponding period in 1946. 


In the Market Centers 


TACOMA—Five-weeks strike involving four Tacoma 
door manufacturing plants was settled. All piece work 
was eliminated and an hourly wage rate for patchers 
and drivers varying from $1.75 to $1.90 an hour was 
agreed upon. Demand for all better grades of lumber 
is excellent with prices stiffening as it becomes in- 
creasingly apparent that supplies are not likely to 
become any better in the immediate future. Despite 
the heavy mill production schedule, log supplies are 
accumulating and there seems small likelihood that a 
scarcity of logs will affect output of the larger plants 
at least. 


SEATTLE—Car shortages have dammed up lumber 
at many mills, so that an unusual situation exists, 
namely, more logs in the Willamette and Puget Sound 
area than can be handled. The picture is worse in 
Oregon. The market is stronger than a fortnight ago. 
No orders for delayed shipment are taken unless they 
can be cancelled. B and btrs flat grain flooring moves 
at from $140 to $160; C grade brings $143 and D, 
$138. Vertical grain runs $5 to $10 higher, probably 
averaging from $160 to $170. Green common dimen- 
sion and boards bring $63 to $70. Rough timbers move 
at $50 to $60. Immediate loading is the cinching point 
with the buyer. 


KANSAS CITY—The lumber market in the south- 
west remains exceptionally strong with prices at their 
highs for the year. Principal demand for yellow pine 
by lumber yards is not for inventory purposes, but 
rather for placement on jobs being rushed to comple- 
tion before bad weather. A number of small mills 
which closed down last winter and did not reopen in 
the spring because of the unstable price structurs 
earlier in the year are now back in operation. The 
Federal Reserve Bank of Kansas City reports that 144 
retail yards in this district had an aggregate volum: 
12 percent below a year ago for the first eight months 
period. Retail inventories on Sept. 1 were 116 percen' 
ahead of a year ago. 

Below are some of the prices quoted here: 1x8 No. ° 
yellow pine at 80 per thousand for kiln dried; air dried 
about $2 per thousand less; 2x4 No. 2 ank better wa 
bringing $75 and 2x10 dimension was priced at $80 
C and btr. flooring was priced at $150 to $160. No. | 
gum was quoted at $85; No. 2 at $33 to $35 and FAS 
at $100. 


BALTIMORE—The current market shows furthe 
price rises and the supply in general is not improved 
In the cheaper yellow pine, prices have been upped $:' 
to $3 in the last two weeks. Sheathing which reache: 
a low of $70 per M early in July is now quoted a! 
$87.50 retail at one place, but the average was said tv 
be higher. Fir from the West Coast is arriving her 
at around $99.50 in cars, up $10 from last month. 
Clear oak flooring at the best grade is reported aroun 
$325 per M and clear oak for other uses from $30!) 
to $325. 
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OVER 54 YEARS OF SERVICE 


THE LUMBER _BUYINC __TRADE 
NOW IN OUR 55TH YEAR, WE ARE 


GIVING BETTER THAN EVER SERVICE 
TO ALL CUSTOMERS. 


Southern Pine & Hardwoods- « West Coast Woods - Piling ¢ Lumber 




























Anaconda Copper 
Mining Co. 


Lumber Department 


Bonner, Mont. 








WAY AHEAD OF ANYTHING 
IN THE LOW-COST PLANER FIELD ! 


. Manufacturers of 
Built for the precision accuracy formerly obtainable 
only with the larger machines. A husky producer 


with wedge adjusted bed, and many patented features Ponderosa Pine, Fir and 
promoting convenient, time-saving operation and 

highest quality work. Big enough to meet all the 

requirements of retai! lumber companies and many Larch Lumber 


wood-working establishments. Capacities: 24” x 8” to 
30” x 8’. Priced way below the larger planers. Every 
user is a booster. Write for Bulletin No. 54. 


MACHINE WORKS 
238 EIGHTH ST., HOLLAND, MICH. 


 TRADE-MARKED 4X» GRADE- MARKED 
| Quality Lumber 


YELLOW PINE SOUTHERN HARDWOODS 
; Yellow Pine and Hardwoods | 


| Boards, dimension flooring—plain and Kiln dried and properly graded. Selectively Oak. beech, hickory and gum pre-fin- 
end matched; ceiling: siding: mould- | ©; from own forests. Manufactured in | ished flooring and other fabricated 
ings; trim: box shooks and crates. own modern mills wood products. 


















































NOW IN OUR 68 rd — 
MBER MANUFACTURIN 


W.T. SMITH LUMBER | ore) 


YELLOW I ABD MAR DWOODS PMAN, ALABAMA 


BurLtpInGc Propucts MERCHANDISER 












Lane is named president 
of Boston Varnish Co. 


FRANKLIN J. LANE, an employe 
of the Boston Varnish Co. since 
1921, has been elected to the presi- 
dency of.the company, succeeding 
the late James B. Lord. Mr. Lane 
Was president of the. New. England 
Paint, Varnish and Lacquer Asso- 
ciation for two terms, 1938-1939 
and 1939-1940. He was elected 
vice president of the National 
Paint, Varnish and Lacquer Asso- 
ciation in 1946. 

In World War I, Mr. Lane 
served as an officer in the Navy. 
During the last war he was a mem- 
ber of the Paint Industry Advisory 
Committee of WPB and chairman 
of the OPA Industry Advisory 
Committee. 

Mr. Lane is a graduate of Tufts 
College, Class of 1917, and is per- 





THE MEWS 





Franklin J. Lane 


manent secretary of his class. He 
is active in community affairs in 
his home town of Winchester, 
Mass. 


Smith is elected president of 
Montgomery Lumbermen's Club 


CrecIL H. SMITH, Cecil H. Smith 
Lumber Co., Wetumpka, Ala., was 
elected president of the Mont- 
gomery (Ala.) Lumbermen’s Club 
at its regular meeting at the Jeff 
Davis Hotel, Sept. 22. 

Other officers elected were B. M. 
Goodwin, Koppers Co., Montgom- 
ery, vice president; H. E. Mc- 
Gough, Koppers Co., Montgomery, 
reelected secretary and treasurer. 

A. S. Townsend, Townsend Lum- 
ber Co., was program chairman. 
The guest speaker was Rev. An- 
drew S. Turnipseed, ‘pastor of 
the Dexter Avenue Methodist 
Church of Montgomery. 


Johns-Manville Corp. announces 
several changes in personnel 


Appointment of GEORGE A. 
PETTERS as assistant district man- 
ager, Atlanta Building Products 
District, was announced by R. S. 
Hammond, vice president, Johns- 
Manville Sales Corp., New York. 

Mr. Petters was formerly assist- 
ant to the merchandise manager 
of the company’s building prod- 











cession. 


TRADE MARK 





SUSANVILLE 





Ponderosa Pine 


PAUL BUNYAN erememeers 


when an ox and an axe made up a logging outfit. It’s different today. Paul 
has advanced with mechanized logging,-—-sometimes a step ahead of the pro- 


At Susanville he is logging, milling and shipping air dried, surfaced stock. 


PAUL BUNYAN LUMBER CO. 


Manufacturer and Distributor 


White Fir 


Incense Cedar 
. CALIFORNIA 
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WINTON LUMBER SALES 


« ‘ 3 


PONDEROSA PINE 
CALIFORNIA SUGAR PINE 


4 WESTERN WHITE SPRUCE 
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CO., Fostay “Jewer. MINNEAPOLIS 2, MINN. 
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Quality Lumber 
for 59 Years 













































as 
it- 


eff 


an- 

















SET 


eT a MRR GI — Tag POTION 


2 


- IC RSET 


Po yt 
e. - 


ve 


DON’T CARRY IT— 


CONVEY IT 





Cut handling costs — 
increase safety—reduce 
manual handling with 
conveyors. Eliminate 
those costly time wast- 
ing steps between cars, 
piles and storage 
sheds. Let conveyors 
provide fast, low-cost 
and speedy handling 
of your products. 































Get complete informa- 





tion today — write for 
Bulletin No. AL-107. 

















Standard Conveyor Company 
General Offices: 
North St. Paul 9, Minnesota 






























ue ORIGINAL 


MODERN WOOD PRESERVATIVE 


No other step in protection 
of Ponderosa pine has been 
so far-reaching in results as 
the treatment against rot and 
termites. 


Wherever PAR-TOX is used, 
mills, dealers and consumers 
have found it an economical 
measure for protection of in- 
vestment. 





Specify- 
“PAR-TOX treated” 


on your next order. 







80 years of service 
to the sash and door 
industry. 


IRA PARKER & SONS C0. 


OSHKOSH, WISCONSIN 








Sitka Spruce Lumber 


and 


Box Shook 


POLSON 
Lumber & Shingle Mills 


Division of 


Polson Logging Company 
Hoquiam, Washington 











Burtp1nc Propucts MERCHANDISER 


Your customers will be pleased 
with the quality of 


KILN DRIED 
SOUTHERN PINE 


Davis Bros. are shipping— 
* Shiplap & CM 


* Interior Trim 
and Mouldings 


* Dimension 
* Flooring 
* Drop Siding 


Mixed Cars a Specialty 


Also Southern Hardwoods 
Elim, Ash, Beech, Red and Sap Gum, 
Red and White Oak 


Dependable Quality and Service 





DAVIS BROS. LUMBER CO. 


| e@ oe 
Ansley, Louisiana 
Serving Quality Buyers for More Than 60 Years 





























ucts division in New York. In his 
new position, he succeeds J. W. 
Hamilton, who was recently ap- 
pointed district manager of the 
Atlanta Building Products Divi- 
sion. 

WILLIAM L. ROWE has been pro- 
moted to succeed Mr. Petters as 
assistant to the merchandise man- 
ager of the J-M building products 
division in New York. 

Mr. Petters, a graduate of 
Armour Institute of Technology, 
is treasurer and a director of the 
National Mineral Wool Associa- 
tion. Mr. Rowe studied at M.I.T. 
He began his career with J-M in 
1925 and since then has devoted 
his time to development and mer- 
chandising of dealer building 
products. 


Sargent appointed New York 
State agent for Lockwood 
Hardware Co. 


Lockwood Hardware Mfg. Co., 
Fitchburg, Mass., announces the 
appointment of GEORGE P. SARGENT 
as its sales representative in New 


George P. Sargent 


York State. His headquarters will 
be 20 Belknap Ave., Bloomington, 
N. Y. Mr. Sargent has been em- 
ployed at the Fitchburg plant for 
14 years, acquiring an intimate 
first-hand knowledge of builders 
hardware manufacturing and the 
handling of large builders hard- 
ware contracts from plans and 
specifications. 


Obituaries 

HOMER C. SMITH, 64, who rep- 
resented the Huttig Manufactur- 
ing Co., Muscatine, Iowa, in the 
metropolitan New York and north- 
eastern sales area for the last 19 
years died at his home in Eliza- 
beth, N. J., Sept. 14. His wife and 





two children survive. Mr. Smith 
was well known in wholesale wood- 
work jobbing circles. 


ARTHUR J. Krauss, 64, for 
many years one of the largest in- 
tercoastal shippers of lumber in 
the United States, died in Seattle, 
Wash., Sept. 16. At the time of 
his death Mr. Krauss was principa! 
owner of a large lumber and 
building material jobbing business 
in Tampa, Fla. Surviving are his 
wife, two brothers and one sister. 


E. B. SHREVE, president, J. T. 
Weybrecht’s Sons Co., Alliance, 
Ohio, one of the oldest mill work- 
ing outfits in Ohio, died July 19, 
1947. Mr. Shreve had been presi- 
dent of Weybrecht’s for 24 years. 


DOUGLAS B. JONES, president of 
the Georgian Bay Lumber Co., Inc., 
North Tonawanda, N. Y., died 
Sept. 2. 


Hoo-Hoo elections 

The San Francisco Lumbermen’s 
Club elected the following officers 
at its meeting on Sept. 23. 

WAYNE I. RAWLINGS, president; 
Seth Butler, vice president; Paul 
Overend, secretary-treasurer; Fred 
Ziese, sergeant-at-arms; directors, 
Frank Egnell, Dick Mussallem, 
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509\ Helps You Sell... 
SHUITERSE 











Years Of Service 


A shutter that doesn’t warp or split; a shutter where 
the paint stays on and looks fresh. Shutters that don’t 


rot or stain through paint. 


20 cents a shutter covers the owner’s WOODLIFE 
treatment in your tank. In addition to the profit you 
make on the treatment you have got a happy customer. 


Protection Products Mfg. Co. 
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Mirs of CHEMICAL PRESERVATIVES Since 1921 
Research Laboratory and Plant KALAMAZOO, MICH. 










RAINY LAKE LUMBER CO. Ltd. 
SALES OFFICE: 2020 Conway Bidg., CHICAGO 2, ILL. 


Selling the Products of J A. MATHIEU, Ltd, Rainy Lake, Ont. 
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J. W. Wells Lumber Co. 


Montgomery I, Alabama 


Manufacturers 


Southern Hardwoods and Pine 

















HOUSTON 


Grateless, Air Cooled 


REFUSE 
INCINERATOR 


Engineering Service & 
Estimates Furnished 
Without Charge 


SHEET METAL WORKS 


HOUSTON 1, TEXAS 





HOUSTON BLOW PIPE & 












and ALLIED PRODUCTS 


Spruce: 
: emlock, ene 
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ERNST SEIDELMANN CORP. 
ERES Building, 19 Murray St., New York 7, N. ¥. 
West Coast Office: Tacoma, Washington 








Independence Lumber 
& Manufacturing Co. 


Independence, Oregon 


Telephone 44 Teletype 370 


Manufacturers 


DOUGLAS FIR 


Boards, Dimension, Plank, Timbers, Lath 


Your inquiries will have our prompt attention. 














THE MEADOW RIVER 
LUMBER CO. 


Manufacturers of 


West Virginia Hardwoods 


Rainelle, W. Va. 























Dependable Quality 
Douglas Fir Since 1898 











The name, Booth-Kelly, on a piece of lumber is 
a mark of quality. 


x, PoothAtell 


Marked 8 


: “LUMBER C 


Grade- 
Marked 
Douglas 
Fir 
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Ralph Manion, Francis L. Horon 
and Charles Cartin. 

Revived less than six months 
ago, the Tacoma-Olympia chapter 
of the International Concatenated 
Order of Hoo-Hoo already has 
more than 100 members. 

DEL DALEY, assistant manager 
rail sales, Weyerhaeuser’ Sales 
Co., Tacoma, was re-elected preési- 
dent. Others elected were: C. P. 
SCHMIDT, McDaniel Lumber Co., 
Olympia, vice president, and D. B. 
HARTMAN, Tacoma, secretary- 
treasurer. 


Corinth Machinery Company 
Holds Instruction Clinic 

Corinth Machinery company, 
Corinth, Miss., recently conducted a 
five-day sales and instruction clinic 
at the company’s plant for its 
dealers and their men. 

Much of the time was spent in 
Corinth’s design and research lab- 
oratories. Paul H. Thrasher, sales 
manager, outlined the sales policies 
of the company. It is planned to 
hold another clinic later in the fall 
for dealers who could not attend the 
earlier meeting. 

































































ATTENDING the Corinth instruction clinic were top row: G. E. Richter, Glenn Phifer, Chattanooga; 
Ray McKim, Poplar Bluff, Mo.; W. K. Gunnell, Chattanooga. Second row: Robert A. Dixon, 
William H. Lassiter, A. D. Vandiver, Jackson, Tenn.: R. W. Jenvey, Roanoke; Monte Wolf, Port- 
land, Ore.; T. A. Thompson, Houston; Lew Craigo, Chicago. Third row: P. M. Moninger, Rich- 
mond; David O. McCutcheon Jr., Joe L. Barber, John W. Parham, Jackson, Tenn.; C. R. Bates, 
Dermott, Ark.; Stewart Collenberg, New Orleans; Roy Billings, Los Angeles; George Sandford, 
Houston; W. V. Knourek, Chicago. Fourth row: A. F. Ray, Corinth company; C. L. Mitchel, 
Louisville, Miss.; John D. Maura, Birmingham, Ala.; Robert E. Anderson, Hoyt B. Wilder, Corinth 
company; Harry Kendrick, Howard A. Isaacs, Lexington, Ky.; Eddie M. Cutrer, J. J. Bass, Kent- 
wood, La. Fifth row: Paul H. Thrasher, Corinth company; W. A. Taylor, Louisville, Miss.; Alex 
Borders, Birmingham; E. C. White, Jackson, Miss.; Jameson C. Jones, Corinth; Bob Clark, 
Texarkana; Joe Gentry, Tyler, Tex.; Paul T. Jones, Corinth; James R. Ernest, Lexington, Ky.; 
Robert W. Babin, Kentwood, La. 








BALANCER-ACTION, WEATHERSTRIPPING BENEFITS IN 








Gee -tete 
WINDOW STAYS 


One operation to insure snug-fitting, 
free-sliding sash for all double-hung 
windows. Aijir-tite Window Stays ap- 
ply evenly distributed pressure onto 
both upper and lower sash towards 
the parting bead. Thus, weather in- 
filtration and slackness between sash 
and parting bead is eliminated and 
windows will remain at any desired 
height without cords, weights, pulleys 
or balancers. 
Air-tite Stays simplify invent ry 
problems. They are the convenient, 
economical and logical way to 
finish new, old or completed window 
units. Write today for descriptive 
folders and prices. 
( 





The plunger of each P 
Air-tite Stay expands 








Lindsey 8-Wheel Tractor Wagons 


are ideal for tractor logging. They are used singly or in 
trains. 


Lindsey Wagon Co., Laurel, Miss. 


Sole Manufacturer 




















Scribner’s Lumber & Log Book 


Indispensable for lumber merchants, sawmill men, etc., 
190 pages, vest pocket size, giving tables on scantling 







and contracts against 18 
lbs. of spring action. This auto- 
matically adjusts to wood swell- 
ing or shrinkage, allowing sash to be 
raised or lowered freely at all times. 


lie -ttte 


WINDOW STAY COMPANY, CHICOPEE, MASSACHUSETTS 
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ind plank measure, round timber reduced to square 
timber and round logs reduced to inch measure by 
Doyle’s Rule, log tally calculations, and other valuable 
information, Over 2,500,000 copies sold, 


75c POSTPAID 


Coraway view - Actual size American Lumberman, Inc. 


U.S. Pat. No. 2,187,412 


139 N. Clark St. Chicago 2, Illinois 
BE 2 RT RINE AMIR ETS ER MND EAN 





October 11, 1947, AMERICAN LUMBERMAN <7 
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Cummins 200 KW Plant Only $6900 


Four 6 cyl. Diesels with 62.5 KVA G. E. | 
Generators, Control Boards, Clarifiers, | 
etc. plus a $2500.00 stock of repair parts. | 
Excellent condition. Will divide. All for | 
$6900.00 F. O. B. cars. | 


Globe American Corporation | 
Macomb, Ill. 


eee DELIVERY 











AMERICAN BOWSTRING WOOD TRUSSES 
for Warehouses « Stores « Factories » Garages 
FREE—SEND FOR NEW CATALOG TODAY! 


— ee 
25th Anniversary SIL a 1922-1947 
AMERICAN ROOF TRUSS CO. 
Phone PLAza 1772 Phone ADams 1-4379 
6846 STONY ISLAND AVE. 242 W. SANTA BARBARA AVE. 
CHICAGO, 49 LOS ANGELES, 37 





DIAMOND <> HARD 


MAPLE, BIRCH, BEECH 
.FLOORING 


we 8 8 EYEE PENAL IRIS Ie aS 
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Diamond Hard is a brand of flooring that has aoa its ability 
to satisfy users for over 34 years. 


Try our Beech and Birch industrial flooring. 


_ Manufacturers WELLS LUMBER CO. 
J. W. "MICHIGAN 
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POWER EQUIPMENT- CUTS YOUR 
MATERIALS-HANDLING COSTS! 


KRANE KAR »-> 


Swing-Boom Mobile Crane 


This rubber-tired boom crane lifts, 
totes, and spots loads up to 10 tons— 
any shape or size—any part of the 
plant or yard. Travels, and swings, 
tops, raises, or lowers the load all at 
one time—or independently. One man 
operates it, one engine powers it. 
KRANE KAR poys its own way, doing 
the work of 6 to 8 men. 





LIFT-O-KRANE 
Combination Mobile Boom Crane 
and Fork Lift Truck 


You have at your disposal a machine 
that’s a MOBILE BOOM CRANE when 
you have crane work—a FORK LIFT 
TRUCK when you have pallet loads. 
For crane work, just fold back the 
forks. For fork jobs, quickly and 
easily remove the boom. Also obtain- 
able as a FORK TRUCK unit exclu- 
. sively—without boom; or asa BOOM 
CRANE only—without forks. 


Power equipment expedites stacking, storing, feeding mills, 
servicing kilns, loading freight cars, trucks, or barges... 
KRANE KAR and LIFT-O-KRANE handle lumber, timbers, logs, 
poles, ties, sand, gravel, cement blocks, pallet loads of brick, 
sheet rock, building plastics, pipe, lime, coal, clay products. 
Ask for Bulletin No. 66 on KRANE KAR; Bulletin No. 65 on LIFT-O-KRANE. 

















Young and Thriving Urania Forest 


URANEA 











--Offers You Long-Time Service 


| Pioneer in reforestation, Urania is growing new 
| timber to serve your needs in Southern Pine and 
| Hardwoods for many years to come. Urania has 
| over 110,000 acres of timberlands under selective 
| harvest. . 


Urania is a good organization to tie to for thorough 
satisfaction on your current and future needs. | 


~The URANIA LUMBER CO., Ltd. 





URANIA, LA. 


Lumber Manufacturers and Tree Farmers 
Members S.P.A., S.P.1.B., Southern Hardwood Producers 
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Celotex adds three men 
to its advertising dept. 

Three additions have been made 
to the personnel of the advertising 
department of The Celotex Cor- 
poration, Chicago. 

LEO E. BUEHRING, in charge of 
sales promotion material for Celo- 
tex acoustical products and editor 
of the magazine “Quiet Forum,” 
was formerly assistant editor of 
the Hotel Monthly and analytical 
report editor for Dun and Brad- 
street. 

HOMER SS. PORTEUS, who will 
have charge of sales promotion on 
Celotex farm structure materials, 
was engaged for seven years as a 
County Agricultural Extension 
Agent in Ohio and is a recognized 
authority on farm structures. 

RAYMOND A. JOHNSON was for- 
merly assistant advertising man- 
ager of the Cory Corporation and 
a member of the advertising de- 
partment of Fairbanks-Morse for 
five years. 


Comptrollers named 


S. DANA JACOBS, former comp- 
troller of the Kingsbury Ordinance 
Plant, LaPorte, Ind., has been 
named comptroller of the Harbor 
Plywood Corp., Grays Harbor, 
Wash. 

PAUL E. DUNCAN has been ap- 
pointed to fill the newly created 


position of comptroller of the Mar- 
quette Cement Manufacturing Co., 
W. <A. Wecker, president, an- 
nounced. Prior to this promotion, 
Mr. Duncan had been assistant to 
V. J. Hanley, secretary-treasurer 
of the company. Mr. Duncan was 
employed by Marquette immedi- 
ately following his graduation 
from Notre Dame in 1933. 


New Retail Yard 


O. M. BRANSON, manager, Can- 
ton Lumber Co., Canton, Mo., an- 
nounces that a new retail lumber 
yard has been established by him- 
self and W. G. Grote in Pittsfield, 
Ill. Mr. Grote will be manager 
of the new yard. 


Hill is named field engineer 
for Chain Belt Co., Milwaukee 


DaAvip B. HILL has been ap- 
pointed district field engineer in 
the Atlanta office of the Chain 
Belt Co., Milwaukee. Mr. Hill, 
who joined the organization in 
1937, had previously been an ap- 
plication engineer in the com- 
pany’s conveyor division. 


Will J. Lockwood retires 


After 42 years in the lumber and 
oak flooring business, WILL J. 
LOCKWOOD, president and treas- 
urer of the Geo. C. Griffith Stave 
Co., Springfield, Mo., announced 
his retirement on Sept. 26. J. V. 
Cloud, vice president and manager 
for the past 17 years, is expected 
to take over the general manager- 
ship of the business. 
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JEFFERSON MACHAMER 











“| stopped at the Blue Kitten for a martini—a cute blonde was 
having the same—we got conversing and that led to dinner, theater, 
night club, late supper, a cab ride in the park and then | took her 
home. That's all there is, really, to my coming home at this hour” 


, 














130 





October 11, 





ADVERTISING 


PAYABLE IN ADVANCE 


American Lumberman & Building Products 
Merchandiser is published every other Satur- 
day. It publishes the largest strictly classified 
advertising section in its field. 
All ads for classified section must be in Pub- 
lisher’s office 10 days preceding date of pub- 
lication. Advertisements are set in uniform 6 
— style. No cuts or special borders allowed, 
or advertisements bearing box number count 
five extra words. Replies are forwarded free 
of charge. Please indicate classification de- 
sired. Publisher reserves right to classify, 
edit or reject any classified advertisement. No 
agency commission or cash discount allowed. 


Rates — Cash With Order 
Minimum Charge §2.00 


For one or two insertions 10c per word per in- 
sertion, with minimum charge of 50c per line. 
Three to Five insertions 9c per word per in- 
sertion, with minimum charge of 45c per line. 
Six or more insertions 8c per word, per inser- 
tion, with minimum charge of 40c per line. 
There are approximately 5 words to a line and 
when less are specified or used, regular line 
rate is charged. 

When answering box numbers or mailing copy 
for ads address them to: 


AMERICAN LUMBERMAN & 
BUILDING PRODUCTS MERCHANDISER 
139 N. Clark St., Chicago 2, Illinois 








HELP WANTED 








Wanted: Lumber grader for Distributing Yard 
on Hardwoods and White Pine. Steady work, 
union scale. Addess E-42, American Lumber- 
man. 





Wanted dry hardwood lumber inspector. 
W. Va. band mill. Good living conditions. 
Advise age, experience, references and full 
ee: Address N-64, American Lumberman, 
nc. 





HELP WANTED IN CALIFORNIA 


The Diamond Match Company offers experi- 
enced retail lumbermen positions as _ book- 
keepers, yardmen, salesmen, assistant mana- 
gers and managers in Northern California re- 
tail yards. Every opportunity for advance- 
ment. Permanence assured for satisfactory 
service. State qualifications and salary ex- 
pected in first ‘ae, The Diamond Match 
Company, Main Office, Chico, 
Attn.: K. L. Brownell. 


California. 


— 





BILLER AND DETAILER 


Millwork—Must be thoroughly experienced in 
high class residence and public building 
work. Give experience in detail. Write—Mr. 
Leonard, Harris Brothers Company. 1349 West 
35th Street, Chicago 9, Illinois. 





Fir mill located in Oregon producing fine 
lumber wants sales representative or commis- 
sion men in the following states: 


Arizona Pennsylvania 
Colorado Oklahoma 
Nevada Texas 

New Mexico Utah 


Reply to Box R-40, American Lumberman, Inc. 





Man under 45, neat and well spoken, com- 
pletely familiar with all phases of lumber 
millwork, ae materials, paints and hard- 
ware. Thoroughly capable of taking charge 
of retail division of progressive yard doing 
a volume business. Submit photo, state ex- 
erience and salary requirements. P. O. Box 
909, Washington 14, D. C. 


, 
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